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COMMITTEES ON OVERLAPPING 
NEARING AGREEMENT AS 10 
MARINE-FIRE PRINCIPLES 


Clearer View of Import or Export 
Basic Underwriting Power 











Principles 
FINAL MEETINGS NEXT WEEK 
To Decide About Customers’ 


Goods In Hands of Bailee 


and Garment Floater 


Progress is being made by the com- 
mittees appointed by the various 
branches of the business, at the sugges- 
tion of Superintendent Van Schaick of 
New York, in an attempt to clarify the 
writing powers of fire, marine and cas- 
ualty companies, the main point being to 
stop overlapping of those coverages so 
that it will be clear that there is no 
violation of the New York insurance 
rating law. Most of the meetings have 
been held by fire insurance companies, 
but on Thursday of last week there was 
a joint meeting of fire and marine com- 
panies at the offices of the Eastern Un- 
derwriters’ Association, and that commit- 
tee is to meet again on November 18. On 
the following day the casualty commit- 
tee will meet. By late afternoon of No- 
vember 18 it is thought enough progress 
will have been made so that the com- 
Promises or agreements of the commit- 
tees can be presented to the Superin- 
tendent as the base for a ruling by him 
on the question of tke writing powers of 
the different groups. 





Some fire and casualty people believe 
that the marine companies are to many 
intents and purposes multiple line com- 
Panies at the present time. Fire and 
casualty companies cannot be trans- 
formed into multiple line companies 


without changes in the insurance stat- 
utes. 


Superintendent Van  Schaick sent 
harles P. Butler, second deputy, and 
J. J. McGrath, head of the rate division, 
to the joint meeting of the marine and 
re committee on Thursday of last week. 
his. meeting was to consider the points 
of difference between the two interests. 
Mr. Butler presided. 

lhe fire committee mentioned the four 
Points of difference that they wished to 
Ting to the attention of the marine com- 
Panies. These were separately consid- 
one by the joint committee and a gen- 
tal principle of accord agreed upon. 


Goods Shipped On Consignment 


Dig first item of difference was the 
get goods shipped on consignment 
plan : or distribution. The committee 
shi ed to agree that where goods 
trier: on consignment for sale or dis- 
po 10n were the subject matter of im- 

rt or export trade they thus presented 


(Continued on Page 22) 
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PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 
A Corporation which has stood the test 





of time! 149 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 


Evsoblisbed ajta 


INSURANCE 




















= 


























Quick Millions 
for Relief 


This practical suggestion has been made to his asso- 
ciates by Manuel Camps, Jr., our hard-headed General 
Agent in Providence, R. I. We are glad to pass it 
along to the underwriting fraternity throughout the 
country, believing it to be sound, easy of adoption, and 


of tremendously helpful possibilities. Says Mr. 
Camps :— 


“In connection with President Hoover’s nation-wide 
appeal for relief for the unemployed, may we offer the 
suggestion that every man in this Agency sell an extra 
thousand dollars of business, before Thanksgiving, and 
contribute the commission therefrom to the local com- 
mittee on relief, in addition to his community contribu- 
tionP If every Agent in the United States did this it 
would result in increased millions of dollars for relief. 
If we in this Agency do it, it will not only result in cash 
to the Relief Committee, and protection for our clients’ 


beneficiaries, but it will also result in untold satisfaction 
to our own selves.” 





THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square 


PHILADELPHIA 
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SOME OF MAIN FACULTY DEP'T 
HEADS TO LECTURE FOR N.Y. 
UNIVERSITY INSURANCE COURSE 


Students to Hear Professors Who 
Are Noted Authorities on 
Their Subjects 


PLANS OF DIRECTOR BRAGG 


To Condense 800 Standard College 
Hours Into 72; New Three- 
Year Course 

















Some of the most distinguished mem- 
bers of the faculty of New York Univer- 
sity, noted scholars and authorities on 
the subjects in their departments of the 
university will be heard in the insurance 
courses under Director James Elton 
Bragg this year for the first time. In 
particular, those who are taking what is 
known as the “special review” course in 
preparation for the degree, Chartered Life 
Underwriter, given on examination by 
the American College of Life Underwrit- 
ers, will have the advantage of hearing 
a number of the most prominent N. Y. 
U. faculty heads. This review course 
started Wednesday evening and among 
those taking the course are several 
prominent managers and life underwrit- 


»ers of New York. 


To Cover Wide Range of Subjects 

This review course aims to survey ina 
period of seventy-two hours a field which 
would normally require 800 hours in 
standard college work. For this reason 
the members of: this class are taking a 
highly intensive program of study, al- 
though (as announced in these columns) 
this course is restricted to college grad- 
duates who will have in most cases 
covered the field. 

A regular three-year course for the 
C.L.U. degree will be inaugurated by 
New York University in February. 

Subjects and Professors to Be Heard 


In the review course the subject of 
“Government” is being handled by Ru- 
fus D. Smith, A.M., associate dean of 
Washington Square College and profes- 
sor of politics, New York University. 
“Economic Problems” is being taught by 
Walter E. Spahr, Ph.D., chairman of 
the university’s department of Eco- 
nomics; “Social Problems,” by Earl E. 
Muntz, Ph.D., associate professor of 
economics; “Investments,” by David., 
Francis Jordan, B.C.S., professor of 
finance and authority of well known 
works on his subject. “Insurance Law,” 
by S. B. Ackerman, Sc.B., A.M., LL.B., 
associate professor of insurance; “Insur- 
ance Trusts and Estate Administration,” 
by Denis B. Maduro, A.B., LL.D.; in- 
structor in Life Insurance Training 
Course, N. Y. U., and counsel for the 
Life Underwriters Association of New 
York City. 

Also, “Corporation Finance,” by Lloyd 
E. Dewey, B.C.S., J.D., assistant profes- 
sor of finance; and “Banking and Credit,” 
by Major B. Foster, A.M., chairman of 
the university’s department of finance 
and professor of banking. Mr. Bragg 
will handle the subjects “Principles and 

(Continued on Page 6) 
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First Policy Issued 
In September 1851 


On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, 
Connecticut, re-affirms its belief in the simple, logical principles upon which its pro- 
gress has been built. Each passing year has deepened the conviction that (1) adequate 
service to the public can be accomplished only through men carefully selected and 
thoroughly trained, and (2) that such representatives will uphold the high standards 
of the Company and make the greatest contribution to the welfare of its policyholders. 


The Phoenix Mutual will continue to build its field organization of carefully selected 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 
made possible by quality business and the most efficient use of time. 


That is why Phoenix Mutual service will always be attrac- 
tive to business men of outstanding ability and discernment. 
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Philip Burnet Dies In Hospital 


Philip Burnet, president of the Conti- 

nental- American Life, Wilmington, Del., 
died at 4 o’clock in the morning of No- 
yember 10 of angina pectoria. His death 
proved a shock to the insurance commu- 
nity as it was not known that his health 
was not good. He had been an active 
fgure in the annual meeting of the As- 
sociation of Life Agency Officers and the 
Life Insurance Sales Research Bureau in 
Chicago the last week in October. There 
he had delivered an address—the last 
speaker on the program—in which _ he 
discussed man power development. The 
address was one of the best which he 
has delivered. In this talk he said that 
the Continental-American had gotten 
splendid results by making it a point to 
keep a number of young college men 
constantly in training in every depart- 
ment of the work. Mr. Burnet’s interest 
in young men, and his constant advice 
and encouragement to them, was one of 
his characteristics. While in the West 
he had spent an evening with Major 
Alexander E. Patterson, general agent of 
the Penn Mutual Life in Chicago, and the 
entire conversation was based on the 
education of children. 


Brilliant Mind 


In the insurance business there are 
few more brilliant minds than that which 
was possessed by Mr. Burnet. In con- 
versation he sparkled. His reading was 
broad and included the literature of sev- 
eral countries. He knew the classics, but 
kept in touch with the latest philosophic 
and psychologic trends as well. His 
knowledge of the insurance fundamentals 
was extraordinary. One of the men who 
was unusually impressed by his mentality 
is Supreme Court Judge Albert Conway. 
When the latter was insurance superin- 
tendent of New York State he once sent 
for Mr. Burnet to come to New York in 
order to learn his views on some prob- 
lems which were then engaging the at- 
tention of the Department. Judge Con- 
way said this week: 

“One of the best minds I encountered 
in the insurance business was Mr. Bur- 
net's. He was a clear thinker, a man 
who went to the bottom of things; a stu- 
dent who could communicate his views 
to others; a man who looked at all an- 
gles of a problem.” 


Picked Up His Own Education 


Mr. Burnet was a self educated man 
and continued as a student until the end. 


He did not go to college, but began his 
Msurance career as a clerk in the Wil- 
mington agency of the Mutual Life of 
New York. He got the job by walking 
into the : gency of the Mutual Life and 
| asking for it. The office manager im- 
mediately put him on as a clerk. In 
three years’ time he had so mastered the 
j fusiness 1 all of its departments—pro- 
es agency management, other rou- 

¢, that he was offered a general 
agency of the National Life of Vermont 


i Delaware and the Eastern Shore of 
en and. Although he was only 21 
ees old when he accepted that general 
yi he made a success of it. : 
ane Burnet decided to organize an in- 
none gi ompany and in 1907 the Conti- 
hegicr “ie Jater to become the Conti- 
chief ‘American, was formed and he was 
a grecutive from the start. At the 
Svea 2 was elected president he was 29 
aye At the start he drew no sal- 
Ys only commissions. He had become 
iii 


ARREST DARBY A. DAY 


: Po swinlhs Day, Chicago insurance man, 
me Fedaces :2t, Los Angeles this week 
we = indictment against himself 

ae B. McCutchan. The back- 
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convinced that there was a field for a 
company which would incorporate some 
constructive ideas he had and he soon 
put them into practice. After the com- 
pany got going awhile he felt sure that 
there was an especial need of $5,000 pro- 
tection and his production force fre- 
quently sold that amount as the mini- 
mum; or at least, worked on that as a 
basis. “Start talking $5,000 and build 
up,” was one of the pieces of advice 
he gave agents. He was a firm believer 
in the theory that producers could make 
more money than they do if they had 
definite goals, used intelligent planning, 
knew where they were at and where they 
were going. He thought the earnings at 
which they aimed should be high. 

The New Family Income Plan Policy 

Probably nothing which Mr. Burnet 
did in recent years attracted more atten- 
tion than the new Family Income Plan 
policy which he announced the beginning 
of last year. The policy pays the fam- 
ily an income of 12% each year on the 
face amount of the insurance until all 
the children are old enough to be self- 
supporting. It pays the full face amount 
of the insurance in cash to, the wife or 
other beneficiary when the family income 
ceases and the extra income is no longer 


needed to provide for and educate the 
children. If the insured outlives the fam- 
ily income period the insurance then be- 
comes payable in one sum, in the usual 
way, to the wife or other beneficiary. It 
furnishes a constantly increasing cash re- 
serve which is available in cash at any 
time after the second year. The policy 
was copied by a number of companies. 
As Seen by Fred A. Howland 

The Eastern Underwriter asked Fred 
A. Howland, president, National Life of 
Vermont, of which company Mr. Burnet 
was once general agent, for an estimate 
of him. He said: 

“The death of Philip Burnet removes 
from the ranks of life insurance execu- 
tives a constructive and original mind. 
Mr. Burnet was a_ successful general 
agent of the National Life when Joseph 
A. DeBoer was its president and he often 
referred to the inspirational contacts 
with Mr. De Boer as largely responsible 
for his ambition to establish an insurance 
company of his own. To this difficult 
enterprise Mr. Burnet brought a com- 
plete knowledge of practical underwrit- 
ing which he so thoroughly supplemented 
by study and experience along statistical 
and administrative lines as to make him 
an exceptionally well-grounded executive. 





PHILIP BURNET 


Mr. Burnet’s presence and advice will be 
greatly missed at the agency offices and 
other life insurance gatherings where he 
had come to be a familiar and influential 
figure whose views regarding manage- 
ment and underwriting problems attract- 
ed wide attention.” 

Active In Research Bureau 
3urnet was a member of the ex- 

(Continued on Page 6) 
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A Real Insurance Pioneer 
Dr. Richard Price Made Researches Which Put Life Insurance 


On a Sounder Basis; Friend of Franklin and Jefferson; 


Guided Equitable of England in Early Days 















































DR. RICHARD PRICE 


Not much has been printed in recent 
years of the career of Dr. Richard Price, 
one of the great pioneers of insurance, 
the man who conceived the level pre- 
mium and the author of the Northampton 
mortality experience tables. He was born 
in 1723 and died in 1790. This is one of 
the reasons why the American Conser- 
vation Co. of Chicago featured Dr. Price 
in the current issue of “The American 
Conservationist,” devoting a number of 
pages of its issue to him, with rare cuts. 
The article was written by William Clen- 
denin, editor of the American Conser- 
vationist. 

Dr. Price was a preacher of the gospel 
of human liberty and human rights. His 
booklet on “Civil Liberty” influenced 


Franklin, Jefferson and other colonial 
leaders, and had influence in calling the 






convention which resulted in the Decla- 
ration of Independence. 
Brilliant Mathematician 

Price was the most brilliant mathe- 
matical mind of his age. A letter of his 
to Benjamin Franklin, which was read 
before the Royal Society in 1769, was a 
masterpiece in its outline of method in 
calculating the values of reserves and 
reversions. His work on life insurance, 
chiefly his “Reversionary Payments,” 
placed life insurance on a comparatively 
scientific basis by providing it with a 
foundation of sound mathematical prin- 
ciples, and it was this work which, half 
a century later, formed the groundwork 
for those final determinations arrived at 
by America’s supreme actuarial genius of 
the time—Elizur Wright, insurance com- 
missioner of Massachusetts. 

Price was the originator of the old age 
pension plan in its first practical actuarial 
form; was the first great public figure to 
denounce the abuses which had beset the 


institution of life insurance; he empha- 
sized the need of public information and 
education regarding terms and force of 
the contract. Also in a letter to Benja- 
min Franklin he offered “Observations 
on the Expectation of Lives.” 

In preparing a paper on the “Proper 
Methods of Calculating the Values of 
Reversions Depending on Survivorships,” 
he discovered and corrected serious de- 
fects in De Moivre’s tables relative to 
the value of Joint Lives. 

Put Insurance on Sounder Basis 

Among other things Mr. 
said: 

“Another event, for which Price was 
directly and wholly responsible, hastened 
the end of all ‘bubble’ societies. That 
event was the striking success of the 
Equitable Society, which Society, better 
planned from the outset than other so- 
cieties, had been offered suggestions by 
Price in his Reversionary Payments, 
and lost no time in seeking the fur- 
ther advice of the author, virtually ask- 
ing him to undertake the reconstruc- 
tion of its business. Through his serv- 
ices the Society became the first of sound 
assurance societies. It was founded in 
1762. The Equitable in recognition of 
his invaluable services presented him 
with some scientific apparatus—a tele- 
scope, a microscope and an electrical ma- 
chine. 

“In 1780 Price constructed for the 
Equitable Society a new table of mortal- 
ity based upon the registers of the town 
of Northampton. These Northampton 
Tables made a profound impression on 
the general mass of intelligent persons. 
He raised the whole treatment of annui- 
ties to a new level.” 


Clendenin 





STATE ASSOCIATION MEETING 


The semi-annual meeting of the New 
York State Association of Life Under- 
writers is being held today in Utica. 
George A. Kederich, president of the as- 
sociation, said yesterday that a fine meet- 
ing was anticipated, in spite of the date 
being Friday, the 13th. Julian S. My- 
rick, Clancy D. Connell and Mr. Ked- 
erich are representing the New York 
City Association. 





SIMONS AGENCY RECORD 


The largest paid-for volume this year 
was rolled up in October by the Russell 
Simons agency of the Home Life in New 
York. This agency led the company for 
that month and expects to wind up the 
year with a production which will com- 
pare favorably with that of 1930. 
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Lloyd Patterson Philosophy 


General Agent’s Advice To Producers About Complexes, 
Activities, Specialization, Preparation and Other Subjects 
Given in Keane-Patterson House Organ 


Once a month Lloyd Patterson of the 
Keane-Patterson agency of the Massachu- 
setts Mutual in New York City turns edi- 
tor. For “Organized Service” (name of 
the agency’s house organ), he gathers to- 
gether all the bright sayings, good ideas, 
apt stories he has read er heard during 
the month and, using them as a text, he 
dictates several pages of sales talks and 
incidents which fit into the scheme of more 
intelligent and persistent salesmanship, not 
forgetting to weave im the philosophy of 
the agency with observations based upon 
its experience. Any member of the agency 
who has a good idea which should be 
shared ts immediately made a contributing 
editor. Editor Patterson a'so knows how 
to wield the blue pencil. The publication 
is likewise brightened by personality items. 
Some extracts from recent numbers fol- 
low: 

Overcoming Inferiozity Comp!ex 

If anyone with an inferiority complex 
who sees the city as a mystic maze, or 
if anyone who has an exalted opinion of 
himself, will go up to the top of the Em- 
pire State Building things should nor- 
malize themselves to both. The confused 
one should see at his very feet an orderly 
arrangement of the whole works in min- 
iature and the exalted should 


one im- 
mediately discern how unimportant he 
really is to the scheme of things. Sut, 


of course, each will see it the other way. 


A New Slogan 

Last week as we taxied along Seventh 
\venue past the Post Office which bears 
that noble inscription, “Neither Snow, 
nor Rain, nor ete.” and which always 
inspires us to possibilities in our busi- 
ness, we ran amuck a rickety fishmon- 
truck which had been gyrating 
along too wide an area for us to pass. 
Not that this was anything. in the life 
of a taxi driver such as we, but the an- 
nouncement in the back of the fishmong- 
er’s truck struck us more forcibly. It 
said: “We sell anything that swims.” 
With all the exceptions that go with his 
thought up one for ours: 
“We insure anyone who breathes.” Our 
only exceptions being of course as per 
the medical department or the inspection 
both, which is nothing to 
what the fishmonger would be up against. 


ger’s 


business, we 


agencies or 


Don’t Be Inactive 

Once upon a time a Holland dyke 
started to leak. The boy who saw it did 
not call for a conference. He didn’t sit 
down in the flood and write his theories 
on what caused it and the best methods 
to dam it. He knew something should 
be done. He stuck his arms in the hole 
and Holland. If his arm hadn't 
sufficed he would have used a leg, or his 
body. At any rate he used his head. He 
did something about it. 


saved 


New York Is a Small Town If You 
Specialize 

rhe first step is to decide who your 
prospects are to be. If you haven’t much 
of a prospect list, we can get one of 
most any classification you want. New 
York City, you know, is not the mystic 
maze it appears to be. You know what 
a small town is, how easy it is to circu- 
late about in one, and how soon every- 
one knows who you are. The difference 
between it and New York is that the 
city is a conglomeration of small towns. 
They are easy to pick out and operate 
in just as the one out in the country. 

lake for instance the advertising busi- 


ness. There is a small town. Everyone 
Of any consequence in the _ business 
knows everyone else and all the news 


and gossip of the day, and if you should 
happen to break into their village it 


won't be long before they all know who 
you are, what you are doing, and what 
kind of a fellow you are. There’s noth- 
ing to it. There’s the leather trade, the 
silk industry, the different professions, 
etc., ad infinitum. 

If not the small town, and New York 
doesn’t appear too big for you—work in 
certain classifications: Educational In- 
surance, Income Insurance, the Audit, 
Business Insurance, etc. Specialize in 
one and you can’t miss the others. 
Ramble around aimlessly and where do 
you get? 

You needn’t set a minimum number of 
calls to make per day if you are certain 
to work six or seven hours in the field 
efficiently, as that will take care of it- 


self. Frequency of calls plus brevity of 
interviews plus effectiveness of approach 
and proposition plus class of prospect 
count for all you can accomplish in the 
life insurance business. This list or 
classification of prospects we can get for 
you in twenty-four hours, so that item 
is settled. 

The second step: Now that you have 
decided what kind of community you are 
going to call on we must decide how you 
are going to approach them and what 
kind of a proposition you are going to 
present. From all the effective ap- 
proaches that have ever been made and 
all the propositions, we can get out the 
kind you want from our files and alter 
it to suit you, or get up an entirely new 
one, in the next hour or so. Before an- 
other twenty-four hours have passed 
you will have rehearsed it and become 
thoroughly acquainted with it. 


Loafing 


Establish as soon as possible a preven- 
tion of the fatal disease that is practical- 





AYA INE 














LLOYD PATTERSON 


ly of epidemic proportions: loafing—un- 
conscious loafing and conscious loafing. 
A plan to offset this tendency must be 
devised at once. 

We will capitalize loafing. It is much 
more difficult to stop doing a certain 
thing than it is to start doing something 
else just as pleasant. Therefore, we will 
start in to loaf efficiently, and scientific- 
ally. We will give you a_ reasonable 
amount of time to loaf in and then plan 
how you are going to do it. We will ar- 
range it at certain hours per day, or 
certain days per week, or, if you can 
stand it, certain months of the year. 

Well planned loafing pays big div- 
dends, financially, spiritually, healthfully, 
and mentally. We will arrange for you 
to do all the things you hope to do when 
loafing instead of the very thing you 
want to avoid—the vicious, self-destroy- 
ing, demoralizing loafing such as you 
have done about the office, in the movies, 
department store cruising, lunching with 
other agents, etc., etc. 


We will arrange for your loafing to be 
the kind that diverts, for stimulation and 
mental breadth and better contacts, all 
great contributors to any business. Prop- 
erly arranged, in reasonable proportions 
your business should prosper from better 
health, greater efficiency, and that which 
has accomplished more for mankind than 
anything else—enthusiasm! 





A Tip From Goethe 


Preparation seems to be the most obvi- 
ous procedure to the pursuit of any plat. 
It appears to be the inviolate law o 
nature. Preparation for the perfecttom 
of man has been taking place for the 
last hundred million years, and it may 
take another hundred million years before 
the foundation is complete on which he 
is to build up an enlightenment that 5 
limited only by the dimensions of the 
Universe and Providence. Perhaps tt 
nature’s scheme for man ultimatcly to be 
so equipped mentallye that preparatio” 


will be automatic, and that he wll eve™ 
tually cease groping in the dar’: = 
he will clearly discern his ambitions a™ 
accomplish them substantially upon 4 
foundation designed to support them. 
Goethe said: “A great part of all mis 
chief in the world arises from the ot 
that men do not sufficiently ers 
their own aims. They undertake to but 
a tower and spend no more labor on the 


foundation than would be nec¢ ssary 
build a hut.” Our present concer? 1S wit 
this life insurance business and the _* 
of a living we want it to give us im fot 
future. This is the year’s best season © 
preparation. We are better cquiph 
mentally after the vacation days to a 
the slate and start anew. Lets a 
the best preparation we know how . 
the days to come and make every ¢H0" 
to carry on, even if perfection 1s 4 hun 


(Continued on Page 6) 
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W.T. Diefendorf Dies; 
‘Man of Fine Character 


BROOKLYN MUTUAL MANAGER 











Came Into Business in 1887; Retired in 
1921; Father of Present Head of 
$12,000,000 Mutual Agency 





Warren T. Diefendorf, for years one 
of the most prominent managers of the 
Mutual Life, and who joined that com- 
pany more than forty years ago, died of 
heart disease in Mt. Vernon, N. Y., on 
Friday night. He retired from active 
business life in 1929, being succeeded by 
his son, Warren E. Diefendorf. The 


Diefendorf agency of the Mutual Life 
last year paid for $12,000,000. 


Mr. Diefendorf was born on March 8, 
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rovies, 1860, at Sharon Springs, N. Y., the son 
x with of Douw B. and Alzina Diefendorf. He 
was educated in the public schools of 
- to be Canajoharie and at Fort Plain Seminary, 
n and and began his business career in 1874 as 
ts, al aclerk in a Fort Plain dry goods store. 
Prop- As a reward for outstanding service he 
setions was taken into full partnership and_the 
better firm name was changed to Cook & Die- 
which tendorf. 
d than A Manufacturer for a Time 
At the age of 23 he organized the Gar- 
ment Manufacturing Co. of Fort Plain 
and early in 1886 resigned from the firm 
of Cook & Diefendorf to devote all of 
his time to the manufacturing business. 
t obvi In 1887 he entered the life insurance 
y plan. field, making a connection with the com- 
aw ol pany with which he remained until his 
fection retirement two years ago. 
or the During his first two years with the 
it may Mutual Life he traveled as a_ special 
before agent in various states east of the Mis- 
ich he Sissippi. In 1889 he was appointed man- 
that 1s ager of the company’s Brooklyn and 


of the Long Island agency, the post he held at 
s it's HF the time of his retirement in 1929. 






y to be € was a member of the Brooklyn 
ration Club, Br oklyn Chamber of Commerce, 
| even Brooklyn Managers Life Insurance Club, 
™ Brooklyn Museum, Brooxlyn Real Es- 
ns ani tate Board, the Brooklyn Riding and 
pon 4 ‘ving Club, the Crescent Athletic 
them. ond the Economic Club, Knights of 
I] mus ythias, Long Island Chamber of Com- 
“ merce and Men’s Club of Mt. Vernon. 
— € was a 32d degree Mason. 
0 = ; Left Three Children 
on , n addition to Warren E. Diefendorf, 
mt Ma of the agency, two other children, 
a Zabel S. Diefendorf and Mrs. Edith D. 
e = Prd survive. There are five grand- 
in t children. Warren T. Diefendorf’s wife 
son 7 led in 1924, 
wipe tive wats, Mr. Diefendorf was an ac- 
on ps. figure in the life underwriters’ as- 
| a -Clation movement. His standing in the 
OV 





Warne community was high. His son, 

Sitbbee of Diefendorf, quickly made a 

me el bag insurance business and 

ance nally placed millions of insur- 
on the books, 
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EQUITABLE DISABILITY 





Society States Position Regarding Five 
Year Term Conversions to Avoid 
Misunderstanding 


Since a number of questions have 
arisen concerning the Equitable Society’s 
practice regarding conversion of Five 
Year Term policies carrying the dis- 
ability income benefit, Agency Items 
makes the following announcement: 


In view of the fact that no change is effective 
November 9 in premium rates charged by the 
Society for the waiver of premium benefit to 
women, nor for the full disability benefit issued 
on the lives of men aged 50 and under, we wiill 
continue for the present, in the case of current 
conversions to the plan originally selected, to 
include disability income if provided for in the 
original Term policy, and to charge premium 
rates on the present basis even though under the 
rules in effect November 9 the full disability 
clause may not be available for regular new 
business. Should we at any time in the future 
change the basis of premium rates for such dis- 
ability benefits as we may thereafter issue a 
corresponding change would probably be made 
in the premium rate charged for such benefits 
= may be continued for conversion purposes 
only. 

_ Conversions on the pre-elected plan retroac- 
tive to original register date will continue to be 
made under our present rules. The disability 
clause included and the premium rate charged 
therefor will be those in effect at the register 
date of the Term policy. It will be noted that 
if these conversions are made in accordance with 
the provisions of the Term policy contract no 
evidence of insurability is required and there- 
fore such conversions would not be affected by 
any rule which may have been adopted with 
regard to the maximum amount of insurance to 
be issued on a single life. 





MANY TO AID RELIEF CANVASS 


More than 200 life agents have vol- 
unteered their services to canvass “busi- 
ness-to-business” for unemployment re- 
lief funds, according to Theodore M. 
Riehle, chairman of the committee of the 
Life Underwriters Association of New 
York City which is cooperating with the 
Emergency Relief Committee. The can- 
vass starts on November 16. Life insur- 
ance men and women who are inter- 
ested in volunteering their services 
should communicate with Mr. Riehle at 
225 West 34th Street, New York City.” 


LINCOLN NATIONAL RULES 





Retains Income Disability With Restric- 
tions and Limits Age for 
Waiver Benefit 
The Lincoln National Life of Fort 
Wayne, Ind., has notified its field force 
that effective November 15 the company 
will make the following changes in its 

disability feature: 

Monthly income will be issued at $5 
per $1,000 of insurance up to age 50 cov- 
ering ceasing at age 55. Waiting period 
will be six months instead of four. Min- 
imum policy with disability to be $5,000. 
No disability will be written on women 
nor on substandard basis. Premium rates 
will be the same as now used. ; 

The waiver of premium benefit will be 
granted at the same premium and under 
the same conditions as in the past except 
that the maximum age at issue shall be 
50 and the limiting age for covering 55. 
The waiting period will be six months. 

For double indemnity the limiting age 
will be 65. years. 





MADE NEWARK MANAGER 
Earl C. Heap Named Phoenix Mutual 


Manager for Northern New Jersey; 
Formerly in Cleveland 

Earl C. Heap, formerly associated with 
the Cleveland office of the Phoenix Mu- 
tual Life, has been transferred to the new 
Newark branch office of the company 
and made manager of the northern New 
Jersey territory. 








DR. ARCHIBALD MERCER DEAD 


Dr. Archibald Mercer, for twenty-five 
years a member of the medical board of 
Mutual Benefit Life, died in Newark, No- 
vember 3 in the house in which he was 
born in 1847. His career in medicine and 
surgery was distinguished and for many 
years he was active in the imterests of 
the Newark Museum, the Free Public Li- 
brary and the New Jersey Historical So- 
ciety. 

* 





with business. 


Just what does it mean? 


HAD. 





What Is a Depression? 


We hear a great deal in these days about a “depression,” and 
because business is our common god, we naturally associate the word 


The word “depression” means the act of pressing or forcing 
down: hence lowered or sunk, and therefore dispirited, dejected, etc. 
In medicine, it means a state of being subnormal. In business, the 
state of lessening the activity or amount. In whatever sense the word 
is used, therefore, it indicates a “state of.” In the instant case, it is a 


state of MIND. We are dejected and dispirited. 
What has this “depression” done to Life Insurance? 


It has fostered lapsation and surrender; it has made for more 
policy loans; it has probably increased mortality; and it certainly has 
affected the writing of new business; but, on the other hand, 


IT HAS GIVEN TO THE PUBLIC A FULLER, CLEARER 
CONCEPT OF THE MARVELOUS POSSIBILITIES OF LIFE 
INSURANCE AS A COMPLETE COVERAGE FOR ALL PRO- 
TECTION; AND THEREFORE, 


IT HAS BEEN THE MEANS OF GIVING TO LIFE INSUR- 
ANCE THE GREATEST ADVERTISEMENT IT HAS EVER 


The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 








W. J. Wright President 
H. J. Johnson Ass’n 


PITTSBURGH AGENT WINS HONOR 





Based on His Production Value, Friend- 
liness, Helpfulness, Leadership 
and Community Standing 





As the result of a closely contested 
election during the month of September, 
William J. Wright who has been with 
the agency since September, 1928, was 
elected by the entire agency force to 
the position of president of the Holgar 
J. Johnson Agency Association which is 
made up of all representatives in that 
agency. 

Mr. Wright’s election was based on 
the following factors: His production 





W. J. WRIGHT 


value to the agency, his friendliness in 
giving freely of help to the agency and 
members of the agency, efficiency as an 
underwriter, general standing in his 
community, and the kind of man the 
agency would want as a leader for all 
non-official activities of the agency and 
one who could help guide the manage- 
ment towards such programs and policies 
as will make it a better agency for all 
to be associated with. 

By virtue of Mr. Wright’s election to 
president he received a large silver loving 
cup engraved with his name and year 
he earned it, to be held for one year 
until reelection occurs. He will serve 
as advisory officer to the management 
on all policy matters. He will represent 
the agency with management for all mat- 
ters of controversial nature. He will be 
accorded the special recognition on all 
functions. He will be invited to partake 
in managers’ conferences for the plan- 
ning of agency policy etc. 

Mr. Wright has been a member of the 
Penn Mutualist Club and a member of 
the Agency’s Leader and Century Clubs 
for the past two years. 





BEST LANDAU MONTH 





Guardian General Agency Paid For More 
Than $1,000,000 During October in 
Honor of Carl Heye 


The Leo D. Landau agency, New York 
City, Guardian Life, paid for more than 
$1,000,000 in new business during Octo- 
ber, high mark in the agency both for 
a month’s production or in number of ap- 
plications. The agency had made a spe- 
cial effort in honoring the president of 
the company, Carl Heye. William C. 
Smerling is manager of the service de- 
partment of the agency. A new honor 


President’s Club was established by the 
home office of the Guardian in October. 
Seven members of the Landau agency 
succeeded in completing their first quali- 
fication for the club. 
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Philip Burnet 


(Continued from Page 3) 


ecutive committee of the Life Insurance 
Sales Research Bureau and of the Asso- 
ciation of Life Agency Officers; Fellow, 
Royal Economic Society of London, and 
member American Economic Association, 
American Sociological Society, Cosmos 
Club, Washington, D. C., Wilmington 
Club and Wilmington Country Club. 

Mr. Burnet was also a member of the 
American Academy of Political and So- 
cial Science, trustee of the Wilmington 
Institute Free Library, director of the 
Wilmington Fine Arts Society. He had 
been a lecturer on life insurance at the 
Carnegie Institute of Pittsburgh; was a 
member of the Association of Life In- 
surance Presidents and a member of the 
executive committee of the Service Citi- 
zens of Delaware. 


Tribute from John M. Holcombe 


From the start Mr. Burnet was inter- 
ested—and in much more than a routine 
manner—in the Life Insurance Sales Re- 
search Bureau. His death was a great 
shock to John Marshall Holcombe, man- 
ager of the Bureau, and the committee- 
men. Mr. Holcombe said to The East- 
ern Underwriter: ; 

“Philip Burnet was an outstanding fig- 
ure in any group of men. He had a 
rare intellectual inquisitiveness combined 
with a remarkably retentive memory re- 
sulting in a thorough grasp of an amaz- 
ingly wide range of interests outside of 
his business. As a life insurance man 
he was at once a master of investments, 
mathematics and agency affairs. It was 
in the latter field that he received his 
early training as a general agent and 
even the broad responsibilities of the 
presidency of his company never dimmed 
his interest in practical agency affairs. 
He was eternally studying the field man’s 
job and had an uncanny capacity to aid 
them in their every day work. He was 
vitally interested in the Life Insurance 
Sales Research Bureau from its incep- 
tion and his company was one of the 
original thirteen members. He became 
a member of the Bureau's first executive 
committee giving liberally of his time 
then and until the day of his death. At 
the recent tenth anniversary meeting of 
the Bureau he gave the closing address. 

“The loss of such a man at so early 
an age is a blow severe as unexpected. 
Behind him he leaves as a monument to 
his genius the company which he found- 
ed and over which he presided with such 
success for twenty-four years.” 

Accompanied by his wife Mr. Burnet 
had motored to Baltimore for the pur- 
pose of undergoing in Johns Hopkins 
Hospital his periodic health examination. 
Apparently he was in the best of health. 
About midnight he was stricken in a 
Baltimore hotel. Mrs. Burnet summoned 
an ambulance and he died in the hos- 
pital at 4 o’clock. 

Presidents’ Committee 

A committee representing the Associa- 
tion of Life Insurance Presidents which 
attended Mr. Burnet’s funeral Thursday 
consisted of James A. Fulton, president, 
Home Life; M. A. Linton, president, 
Provident Mutual; William Montgomery, 
president, Acacia Mutual; and Vincent 
L. Whitsitt, general counsel, Association 
of Life Insurance Presidents. The fu- 
neral was at 2:30 vesterday from Mr. 
Burnet’s home in New Castle, -Del. 





NO CHANGE IN DIVIDENDS 


There will be no change for 1932 
in the Aetna Life’s present dividend 
scale on participating policies or in 
the present rate of excess interest 
payable on either non-participating or 
participating policies, according to an 
announcement made by Vice-Presi- 
dent K. A. Luther. 











R. H. WALDO’S NEW POST 
_Ralph H. Waldo is joining the Isadore 
Freid Agency of the New England Mu- 
tual in New York as assistant to the 
general agent, effective December 1. 


Mo. State Voting Trust 





Nims-Taylor Group Proposes Names of 
Four Bankers as Trustees; M. J. 
Dorsey Allied with Opposition; 
Deadlock on Board 

E. D. Nims, chairman of the Missouri 
State Life’s board, has notified stockhold- 
ers of the formation of a voting trust 
agreement that will not only stabilize and 
greatly strengthen the company’s finan- 
cial position but will remove it from the 
field of speculation or stock pyramiding. 
There are 500,000 shares; and 4,240 stock- 
holders. The four voting trustees invited 
by Mr. Nims to serve are Frank O. 
Watts, St. Louis banker; James R. Lea- 
vell, Chicago banker; Frank K. Houston, 
New York banker; Paul M. Davis, Nash- 
ville banker. 

Opposition to the Nims voting trust 
plan of control for the Missouri State 
Life has been declared by Theobald 
Felss of Cincinnati, oldest director of the 
company in point.of service; largest per- 
sonal stockholder. Felss heads a stock- 
holders’ committee, the purpose of 
which will be to atternpt to obtain con- 
trol of the company at the annual meet- 
ing of its stockholders on January 19, 
1932. M. J. Dorsey, president of the Se- 
curity Life of Chicago, who through the 
Inter-Southern Life of Louisville, con- 
trols 147,900 shares of Missouri State 
Life stock, or 29% of the outstanding 
issue, is backing Felss in the fight for 
control. 

It is understood Felss will succeed E. 
D. Nims as chairman of the board if 
the Dorsey interests win control of the 
Missouri State Life. The Nims plan is 
directed against the Dorsey group. A 
statement issued by Felss’ committee 
charges that the voting trust is designed 
to perpetuate for at least seven years 
the management of the company by Nims 
and Hillsman Taylor, president. 

“The Nims-Taylor management has 
not had and does not now have any sub- 
stantial financial interest in the com- 
pany,” the stockholders’ committee state- 





G. G. PATTON RESIGNS 





First American Life of Nebraska Presi- 
dent Out Under Fire; J. P. VanVliet 
New Executive 


Guy G. Patton, president and treasurer 
of the First American Life of Lincoln, 
Neb., has resigned both positions at the 
order of Insurance Commissioner Herd- 
man. The commissioner ordered Patton 
to resign or-else have the company’s li- 
cense suspended for ninety days. Charges 
had been made of misrepresentation of 
policies. 

J. P. VanVliet of the agency force has 
been elected the new president, and the 
board of directors has expressed a desire 
to follow any suggestions of the insur- 
ance commissioner. Mr. Patton remains 
on the board. 

O. F. Moreland, agency director, and 
three agents lost their licenses on the 
misrepresentation charges. A. S. John- 
son, attorney for the company, has stated 
that the First American will not attempt 
to defend its former agents. 





NEW ENGLAND CONVENTION 

The next annual convention of the New 
England Association of Insurance Agents 
will be held at the Mount Washington 
Hotel at Bretton Woods, N. H., July 5-7, 
1932. Bretton Woods is in the heart of 
the White Mountains. ‘ 





ment says, continuing, “Mr. Felss and his 
associates feel that the interest of the 
company and its stockholders will be best 
served by a management truly represen- 
tative of all the stockholders of the com- 
pany. The Nims-Taylor ‘effort to per- 
petuate their management will be vig- 
orously opposed.” 

With Felss lined up with Dorsey the 
Missouri State Life board is divided six 
to six. Recently J. Sheppard Smith, a 
St. Louis banker, and board member, 
died. As the thirteenth man Smith gave 
the Nims faction absolute control of the 
company. 








The Insured 
Wants Security Too. 


For years business men have depended upon 
life insurance to take care of their dependents. 
Now more than ever before they look to it to 
safeguard their own future. 


No safer investment can be found than our 
Life Income plan. It guarantees a definite monthly 
income beginning at age 55, 60 or 65 and continu- 
ing for life. It insures life and earning ability until 
the retirement age selected. 


This is the type of investment business men are 


looking for today. 


For rates, advertising, etc., call our local office 


or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





Patterson Philosophy 
(Continued from Page 4) 


dred million years away! And by the 
way, it is said that vitality rather than 
perfection is the measure of achievement, 





Limitations 
Let’s not stint ourselves by our own 
limitations. There are others who can 
do for us what we cannot do ourselves, 





Good Intentions 

Speaking of service we get back to the 
life insurance business. Good prospects 
know there is a place that is paved with 
good intentions. Palaver about what we 
are going to do for them, rather than 
something we have done, may be the 
cause of their occasionally advising us 
to go there. 





A Mouthful 
The Mayo brothers say that 95% of 
deaths after age 60 are caused by worry. 
Here is a short effective salestalk. 





Retention 

Progress is measured by Retention. 
Progress is the art of getting one’s self 
ahead further than one slips back. Re- 
tention is the difference. Life insurance 
retention is that portion of the business 
secured in the past that is still on the 
books. The first item the life company 
officials look for in the monthly reports 
is retention—they want to know about 
progress. Retention is of much greater 
concern to them than selection, finance, 
etc., because it is the item over which 
they have the least control—outside of 
taxes. This is because the matter of re- 
tention is almost entirely in the hands 
of the agent. While the agent drowses 
on actuarial expositions on the subject, 
he sits up and takes notice when the 
light is cast upon his affairs—by lapses. 
Then he appreciates the meaning of re- 
tention and then he realizes that prog- 
ress is measured behind the scenes of 
the Honor Roll; not, so much in what he 
does of new, but what he keeps of old! 





AGENCY INCORPORATES 





Harry Jacoby, President, and Leonard L. 
Rothstein, Vice-President of Home 
Life Organization 

The Harry Jacoby Agency of the 
Home Life of New York, located at 1440 
Broadway, New York City, has incorpor- 
ated, Harry Jacoby becoming president 
and Leonard L. Rothstein, vice-president. 

Mr. Rothstein, who recently joined the 
organization, has already written more 
than $350,000 in new business. He has 
been very active in other lines of busi- 
ness. Among his other affiliations are: 
director, Keystone Transportation Co.; 
president, Bresler Realty Co.; president, 
Lamport Realty Co.; and _ president, 
United Hebrew Cemetery. 


Mt. U. 


(Continued from Page 1) 


Practices of Life Insurance,” and “Life 
Insurance Salesmanship.” Dr. S. S. 
Huebner, professor of insurance at the 
University of Pennsylvania and dean of 
the American College of Life (nder- 
writers, is acting as a guest lecturer an 
covering the foundation subject of “The 
Economics of Life Insurance.” 


The review course opened this week 
with sixty-one students. There are ac- 
commodations for fourteen more. Those 
interested can secure detailed in‘orma- 
tion by getting in touch with Mr. Brags: 
Several well known New York life insut- 
ance men are taking the course, these 
including Walter E. Barton, assistant 
manager, Charles B. Knight Agency, 
Union Central Life; John A. McNulty, 
manager, Prudential; and Charles A. Vo 
taw, educational director, Clifford L. Mc- 
Millan Agency, Northwestern Mutual. 
Another student is a Chinese, Yim ho 
Wong, Sun Life representative of Jet 
sey City who has had eight years’ exper 
ence in the business, 
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Disability Restrictions Necessary 
Say Actuaries At Conference 


Lively Discussion Features Chicago Meeting of American 
Institute; President James F. Little Takes Up 
Investment Situation; Other Highlights 


A lively discussion on disability fea- 
tured the fall meeting of the American 
Institute of Actuaries, held Thursday and 
Friday of last week at the Edgewater 
each Hotel, Chicago. About 150 mem- 
bers of the Institute were in attendance, 
with James F. Little, second vice-presi- 
dent and associate actuary of the Pru- 
dential, president of the organization, in 
the chair. 

It was the majority opinion of the ac- 
tuaries that steps should be taken to im- 
prove the financial aspects of disability ; 
that changes are warranted and _ neces- 
sary at the present time. Many felt that 
the companies should drop disability in- 
come altogether while others were in fa- 
vor of restricting the feature in sundry 
ways. The indications were that a con- 
siderable number of companies which 
have as yet done nothing will shortly 
cease writing disability income benefits 
and that many others will reduce the 
monthly income from $10 to $5, or adopt 
other restrictions. 

The disability discussion entered into 
by a great number of those present fol- 
lowed the presentation of a paper on the 
subject by W. H. McBride, actuary of 
the National Life & Accident of Nash- 
ville, Tenn. 


Little On Investments 


In his remarks President Little gave 
considerable attention to the matter of 
investments of life companies, taking up 
both the situation as regarding bonds 
and real estate mortgages. During the 
earlier period following the depression 
and well on into the present year, he 
said, the increased demand for bonds of 
commercial and industrial companies 
raised the prices so high that many life 
companies greatly restricted the amount 
of bonds purchased. Within recent 
months, however, Mr. Little added, bonds 
have suffered a fallen price, seemingly 
due to the cause just described, and life 
companies have again found it feasible 
to secure bonds yielding a rate of inter- 
est that is reasonably satisfactory. Con- 
tnuing, the speaker said: 

“Depressed business conditions have 
thus far, in relatively few instances, re- 
sulted in defaults under bond _ issues. 
While many concerns are suffering from 
greatly reduced earnings, there is still in 
the majority a substantial margin of 
farnings over the interest required for 
their indebtedness, and in the majority, 
‘ven in the present day, with reduced ex- 
penditures and overhead there are still 
Sufficient earnings left to pay the bond 
interest with a small margin left over for 
the stockholders. 

N connection with both farm and city 
Cans an apparently paradoxical situation 
as been set up. It is at the same time 
a period of great difficulty for the lender 
to find satisfactory mortgages in which 
'0 invest his funds while the individual 
‘siting to borrow finds it unusually dif- 
cult to secure a loan. The explanation 
és in the fact that present uncertainty 
o made the lender more particular than 
i a, and the variation between the 
nder's and borrower’s valuation of 
Properties has widened. 


City Loans More Favorable 


“up 
eee ‘ 
to oy loans have not been subjected 
Creciosure to nearly the extent found 
hecess 


a th ary in the case of farm properties. 
ties — of well selected city proper- 
well belo Present market values are still 
and tlow the amount of mortgage loans 
the €re again the situation exists that 

needs of the populace are such that 


€ deman i 
raced = d cannot be very materially 
oa peaking on policy loans, Mr. Little 


‘From the point of view of invest- 


ment of funds, the extremely heavy in- 
creases in the last two years are entirely 
satisfactory. 
increased hypothecation of policies, which 
must in very many cases result in early 
surrender of the contract, so far as the 
investment situation is concerned, the in- 
creased amount of funds going into these 
absolute securities with the satisfactory 
rate of interest connected therewith, does 
represent something of a silver lining to 
the clouds of doubt and anxiety which 
have to some extent obscured matters in 
connection with every form of invest- 
ment.” 


Informal discussions on company prac- 
tice, underwriting, mortality, and the 
American Men Mortality Table, also 
drew considerable attention at the Chi- 
cago meeting. 


Heart Murmur Cases Trying 


On the subject of medical impairments 
it was indicated that many life companies 
have found difficulty in properly classi- 
fying heart murmurs that are indicative 
of a pathological condition and those 
which are of little moment. Higher rat- 
tings will be necessary, it was believed, 
at least until better classifications have 
been made. It was also stated that blood 
pressure readings today for a given 
group are given at lower figures than 
formerly, suggesting that former stand- 
ards have been too liberal and that more 
accurate readings are necessary. When 
unfavorable blood pressure readings are 
accompanied by evidence of other unfor- 
tunate physical conditions, it was heid to 
be indicative of far worse consequences 
than is usually anticipated. 

Moreover, it was the general opinion 
that no persistent rise in mortality is to 
be expected ia the future, much credit 
being due the work of medical directors 
who have been studying past experience 
carefully. Many actuaries thought that 
the American Men Mortality Table 


Much as we deplore the 





JAMES F. LITTLE 


should be permitted but that there is no 
great demand for making a change from 
the American Experience Table, now in 
general usage. The A. M. M. Table is 
now permissible in certain states. 

Other features of the Institute meet- 
ing were discussion of papers presented 
at previous meetings. Among these were 
talks by P. C. Irwin, assistant actuary of 
the Equitable of Iowa, on “A Conserva- 
tion Analysis from a Production Stand- 
point,” and by Prof. J. F. Reilly of Iowa 
City, Iowa, on “Osculatory Versus Non- 
osculatory Interpolation—a Comparison 
by Means of Remainder Terms.” The 
only scheduled recreational feature of 
the conference was a dinner held in the 
hotel on Thursday evening, followed by 
dancing. 

Upon the invitation of President John 
B. Reynolds of the Kansas City Life, it 
was decided that the next meeting of the 
Institute will be held in Kansas City in 
June of next year. 





FEDERAL LIFE BUYS LAND 
The Federal Life of Chicago has pur- 
chased the land at 166-168 N. Michigan 
avenue which is its home office building. 
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Family Income 


NSURANCE protection for the 

L she for a regular 
monthly income over a given period and then the Face 
Amount of the policy paid in full—is now obtainable 
and Mutual’s New Family In- 


guaranteed Income Period covers 10, 15, or 20 
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L. G. Simon Chairman of 
Chase Advisory Group 


W. R. COLLINS VICE-CHAIRMAN 





Number of Life Insurance Men Elected 
To Underwriters Advisory 
Council 





At the annual meeting of the Under- 
writers Advisory Council of the Chase 
National Bank of New York held at the 
Bankers Club last week, Leon Gilbert 
Simon, former president of the Life Un- 
derwriters Association of New York, was 
elected chairman succeeding Graham C. 
Wells of Wells & Connell, Provident 
Mutual, who has been chairman for four 
terms. William R. Collins of Johnson & 
Collins, Travelers, was elected  vice- 
chairman. The elections are made by 
ballots cast by the several hundred life 
underwriters whom the council repre- 
sents. 


Newly elected members who have not 
previously served on the council are: 
John A. Campbell, New York Life; 
Grant L. Hill, production manager and 
C. L. McMillen, general agent, North- 
western Mutual; Harold H. Letcher, 
manager, Equitable Society; John H. 
Scott, manager, Home Life; Donald G. 
C. Sinclair, manager, Metropolitan; 
George Arthur Smith, independent. 

In addition the following were mem- 
bers who previously have served on the 
council: Walter E. Barton, assistant 
manager, C. B. Knight Agency, Union 
Central; Louis A. Cerf, Jr., manager, 
Fidelity Mutual; William R. Collins, as- 
sociate general agent, Travelers; Charles 
E. DeLong, general agent, Mutual Bene- 
fit; Warren E. Diefendorf, manager, 
Mutual; J. M. Fraser, general agent, 
Connecticut Mutual; Harry Gardiner, 
manager, John Hancock; Tames P. Gra- 
ham, Jr., general agent, Aetna Life; 
John J. Jannota, Massachusetts Mu- 
tual; Donald C. Keane, general agent, 
Keane-Patterson Agency, Massachusetts 
Mutual; R. H. Keffer, general agent, 
Aetna Life; Lawrence Priddy, New York 
Life; Theodore M. Riehle, manager, J. 
M. Riehle Agency, Equitable Society; 
Donald Russell, John C. McNamara Or- 
ganization, Guardian; William B. Shaw, 
National Life; Leon Gilbert Simon, 
Equitable Society; Stuart D. Warner, 
general agent, New England Mutual 
Life; Nelson M. Way, Canada Life; Gra- 
ham C. Wells, general agent, Wells & 
Connell, Provident Mutual; Gustav C. 
Wuerth, Penn Mutual, and C. B. Knight, 
Union Central. 





PROVIDENT MUTUAL GAIN 


Provident Mutual Life of Philadelphia 
announces an increase of $721,396 in 
paid-for and of $1,366,645 in issued busi- 
ness for October, 1931, over October, 
1930. This is the first time this year 
that the issued and paid-for figures have 
shown a gain over the average of the 
corresponding period of the three years 
1927. 1928 and 1929, the increase being 
10.6% and 3.6% respectively. 
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Early Struggles Laid Foundation 
For Success of Charles B. Knight 


The current issue: of the Union Central 
Life’s agency paper, The Agency Bulle- 
tin, devotes a large amount of space to 
Charles B. Knight, general agent for the 
company in New York, his intensely in- 
teresting career and the remarkable rec- 
ord of his agency. As told in a recent 
issue of The Eastern Underwriter, the 
agency rolled up a total of $7,667,000 in a 
forty-day campaign in celebration of Mr. 
Knight’s birthday. This volume was 16% 
greater than for the same period last 
year. 

Mr. Knight's rise to the head of one of 
the greatest life insurance agency or- 
ganizations in the country is an inspiring 
and absorbing story. Born and reared 
on a farm near Scranton, Pa., Mr. Knight 
obtained his early education in the coun- 
try schools. His early business career 
was filled with obstacles that would have 
discouraged the average youth but they 
served only to strengthen the determina- 
tion and form the character of the young 
man who was later to become one of the 
great leaders in the life insurance busi- 
ness. 

\ fire wiped out his first business ven- 
ture in wholesale produce but he started 
immediately in: another line, this time in 
the coal business in Utica, N. Y. Again 
fire wiped out his business and left him 
as nearly broke as he has ever been. It 
was a period of business depression and 
there were the additional responsibilities 
of a wife and daughter. 

How He Entered Insurance 

Curiously, it was the necessity of bor- 
rowing on his life insurance that first 
attracted his attention to life insurance 
as a field for his talents. He started 
selling life insurance in Utica and it is 
significant as a characteristic of Mr. 
Knight that he has never lost the con- 
tacts made in those early days for his 
agency maintains a branch office in Utica 
as well as other up-state New York 
cities. He made good from the start in 
life insurance work and was soon trans- 
ferred to the larger field in Rochester. 
With larger responsibilities his success 
was even greater and in three years he 
was transferred to Pittsburgh as mana- 
ger of the: Prudential. 

Here Mr. Knight was faced with new 
problems which showed his capacity for 
organization and building. His three 
predecessors had failed in that territory. 
There was little more than the office as 
a foundation. But, building from scratch 





CHARLES B. KNIGHT 


he soon had one of the leading agencies 
of the company and had so impressed 
the home office with his ability that when 
an unusual man was needed to fill a place 
in Philadelphia Mr. Knight was picked 
as manager there. Before he left Phila- 
delphia to become manager at New York 
for the Union Central Life, Mr. Knight 
had built the Philadelphia agency up un- 
til it was the leading office of his com- 
pany. Likewise, in New York he soon 
had the largest agency of the company 
in the entire country. 

The growth of this agency since Mr. 
Knight took charge, January 1, 1914, has 
been tremendous. The previous year’s 
production was less than $2,000,000. In 
his first year he established what was 
then a record. He doubled the total pro- 
duction with more than $4,000,000 paid 
for. The growth was constant through- 
out the years until the insurance in force 
stands at $350,000,000. 

Always a sympathetic leader and never 
a driver, Mr. Knight has the gift of 
drawing to him men of talent and un- 
usual ability. He has been first a builder 
of men and incidentally a builder of vol- 
ume of business. The enthusiastic loy- 
alty of his organization is hard to match 
in the business. 





BIG NEW JERSEY TRUST MEET 
M. A. Linton to Be One of Speakers at 
Trust Conference in Camden 
Next Week 

Speakers of wide reputation have been 
secured for the third annual trust con- 
ference of the New Jersey Bankers As- 
sociation which will be held on Thursday 
and Friday of next week at Camden, N. 
J. In addition to the first day business 
sessions there will. be a smoker and a 
luncheon, while on Friday evening a 
banquet will be held at which is expected 
a large gathering of trust officers and 
life underwriters. 

M. Albert Linton, president of the 
Provident Mutual, is one of the sched- 
uled speakers. His subject will be “The 
Investment Aspect of Life Insurance.” 
The chairman of the conference commit- 
tee is Leslie G. McDouall, associate trust 
officer of the Fidelity Union Trust Co.,, 
of Newark and chairman of the life in- 
surance trust committee of the American 
Bankers Association. 








ILLINOIS BANKERS’ POLICIES 

The Illinois Bankers Life of Mon- 
mouth, Ill., has brought out a series of 
new Term policies rates for which have 
just been issued to the field force of the 
company. 














PEEL SL cee 


NO DEPRESSION FOR THIS MAN 


He sells something that everybody needs—the 
protection afforded by United Life policies which 
contain ALL IN ONE CONTRACT: 


LIFE INSURANCE WITH DOUBLE AND 


TRIPLE INDEMNITY FOR’ ACCI- 
DENTAL DEATH 
NON-CANCELLABLE, _NON-PRORATA- 


BLE WEEKLY ACCIDENT INDEMNITY 


WAIVER OF PREMIUMS AND MONTH- 
LY INCOME FOR TOTAL AND PER- 
MANENT DISABILITY 


In addition to attractive policy contracts in the 
form of ordinary life, limited payment life, en- 
dowments, monthly income, educational endow- 
ments, and juvenile insurance he offers 

THE INCOME INDEMNITY CONTRACT 

—THE NEVER FAILING SUBSTITUTE 

FOR THE SALARY CHECK 


His advice to ambitious agents is this: Get in 
touch immediately with 


Ww 
UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Home Office: UNITED LIFE BUILDING 


Concord, New Hampshire 


Penn Mutual Giving 
Managerial Course 


GENERAL AGENTS’ 


TRAINING 





Company’s, Seventh Course Opened at 
Home Office This Week; Prominent 
Company Managers Assisting 


The seventh managerial course for 
general agents and their assistants of the 
Penn Mutual Life was opened at the 
home office on Monday and will continue 
through to November 25. E. Pau! Hut- 
tinger, manager of the training depart- 
ment, is in charge and is assisted by 
Home Office Representatives James A. 
Preston, John E. Gibbs, and twelve ex- 
perienced general agents and supervis- 
ors. The following are among the fea- 
tures of the training. 

J. Elliott Hall, general agent, New 
York, will conduct two periods, dealing 
with various mechanical forms of super- 
vision successfully employed in_ his 
agency, including his well-known “Did 
You?” system. Holgar J. Johnson, gen- 
eral agent, Pittsburgh, will deal with 
“Personal Supervision.” E. R. Ecken- 
rode, general agent, Harrisburg, Pa., who 
has been particularly efficient in super- 
vising a large and scattered territory, 
will describe his methods of field super- 
vision. 

John T. Haviland, general agent, New- 
ark, will detail his methods of “Coaching 
on the Job.” W. Stanton Hale, general 
agent, Atlanta, whose territory comprises 
the larger part of Georgia, will describe 
his method of analyzing man-power 
needs, and will demonstrate how he sells 
a prospective agent. Manuel Camps, Jr., 
general agent, Providence, L., has 
been almost phenomenally successful in 
getting new men into production by the 
use of organized sales talks, and he will 
tell how he does it. Harry W. Albright, 
general agent, Albany, will demonstrate 
his method of teaching organized sales 
talks to a new agent. 

Philip O. Works, agency director in 
the Ralph G. Engelsman Agency in New 
York, will lead the period devoted to 
handling established agents—how to co- 
ordinate conflicting personalities, and 
how to develop average salesmen into 
large producers. Demonstrations of 
teaching methods will be made by Frank 
H. Meyer, city manager of the Bourne 
& Durham Agency in Philadelphia, and 
by Edwin A. Collett, of the company’s 
Providence Agency. “Selecting New 





Men” will be handled by L. G. Saunders, 
supervisor in the home office agency. 








MY COMPANY 


Because Fidelity is a good 
company to work with, its field 
men instinctively say “my 
company.” This reputation has 
been built by more than a half 
century of fair dealing under 
live-and-let-live contracts with 
close Head Office cooperation. 


FIDELITY OFFERS 


Modern policy forms and an 
exceedingly successful lead 
service. It operates in thirty- 
nine states, including New 
York, on a full level net pre- 
mium basis. It has more than 
$424,000,000 insurance in force, 
is financially solid and steadily 
growing. 


Income for Life 


Family Income 


Low Rate Life 


Send for booklet 
“The Company Back of the 


Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 











J. E. HALL TO MAKE TALK 
The outside speaker at the monthly 
meeting of the Charles E. DeLong 
agency of the Mutual Benefit Life to be 
held next Monday will be J. Elliott Hall, 


Penn Mutual New York general agent. 





AGENCY ASS’N AND 
BUREAU ELECTIONS 








The new chairman of the Association 
of Life Agency Officers is George H. 
Chace, assistant secretary of the Pru 
dential, who was elected at the recent 
Chicago convention. C. D. Devlin, gen 
eral superintendent of agencies of the 
Confederation Life of Toronto, Can., was 
named vice-chairman. The new members 
of the executive committee are J. |. Mur- 
ray, Dominion Life; A. V. Mozingo, 
Volunteer State; and John A. Stevenson, 
Penn Mutual. 

A board of directors composed of fi 
teen members was created at the meet 
ing of the Life Insurance Sales Research 
Bureau, which met jointly with the 
Agency Officers at the conference. Dr. 
T. C. Denny, president, Central Life ot 
Des Moines, was elected chairman of the 
board and Mr. Devlin, vice-chair:an. F 

The following five were appointe 
members of the board’s executive com 
mittee: chairman, M. A. Linton. pres! 
dent, Provident Mutual; and Dr. Venny, 
S. F. Clabaugh, Protective Life, birming 
ham; D. Gordon Hunter, Phoenix Mt- 
tual, and A. Gordon Ramsay, — 
Life. The other members of the boat 
are Jerome Clark, Union Centra!: Ja 
McLain, Guardian Life; J. A. Reynolds 
Detroit Life; Oliver Thurman, \{utua 
Benefit; J. C. Behan, Massachuseits Mu 
tual; L. J. Dougherty, Guaranty : : 
Manning, Great West Life; C. H. Par 
sons, Northwestern Mutual; W-. B 
Schuppel, Oregon Mutual, and E. ; 
Stevenson, Jr., National Life & Accident 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


“Are you a good 
Rain scout when your cas- 
and es are rated-up or 
Shine declined?” asks the 


New York Life Bul- 
letin of its readers. 

“The 100% life insurance man takes 
the rain with the shine. He knows that 
every business has a credit man, and 
every life insurance company has a med- 
ical and inspection department. The 
credit department isn’t exactly popular 
with the traveling man whom it occasion- 
ally has to turn down. The salesman 
may have worked for weeks to put the 
transaction across, and then the credit 
man says he must not. 

“And so every once in a while you do 
abig job of selling a man a policy and it 
must be rejected. We decline one out 
of sixteen applications. But when you 
have a case declined don’t let it upset 
you for a month or two. Take the rain 
with the shine and at the end of the 
year the number of ‘rainy’ days will be 
found to be surprisingly small.” 

eos 
A number of lead- 


Inviting in sentences that in- 
The Right vite the right answer 
Answer from the prospect, se- 


lected from _ tested 
sales talks, are suggested in a recent is- 
sue of Equiowa. ~ 

“Could you use additional property or 
a in carrying out your plans for 
Ife?” 

“What part of your income would you 
like to have continued for life without 
working at age fifty-five or sixty?” 

“Did you ever buy an insured invest- 
ment ?” 

“I am not interested in 
the insurance I can, but 
the very least amount of 
need. Would you like to see a.plan for 
determining the minimum amount of in- 
surance a man should own?” 

“Do you find it difficult to save as 
much money as you would like to save?” 

“If I were a salesman of some other 
commodity than life insurance would you 
allow me to display my samples?” 

‘Have you given any thought to the 
method of continuing the management of 
your estate beyond your period of super- 
Vision ?”’ 

. “Business men everywhere are realiz- 
ing the need for pre-invested estates. Did 
anyone ever explain to you how pre-in- 
vested estates may be built?” 
+ « * 
The New England 


selling you all 
in selling you 
insurance you 


Worth Pilot in commenting 
Keeping upon the unique po- 

In Mind sition of life insur- 
ance today, quotes 

one of the foremost publicists who has 


said in effect: 

he penalties for dishonesty, for sly 
Practice, are so swift and severe that no 
pennies man can afford to take a chance 
aaron ne detection for any length of 
in gente by vigilant competitors with- 
pe 1S Own industry or by some rival 
a Up. The most trivial ethical short- 

Ming is promptly pounced upon and 





capitalized by an ever-watchful opposi- 
tion. 

As you go about your daily work, sug- 
gests the Pilot, keep yourself keyed up 
with the inspiring thought that you rep- 
resent an institution virtually free from 
this particular subtle and unnerving form 
of criticism. . The insurance business is 
more nearly exempt, in the public view, 
from every attack based on the charge 
of chicanery, subterfuge and unfairness 
than almost any other form of commer- 
cial activity. You are rarely, if ever, 
called on “to varnish disgust with the 
charm of sound.” 

Try to realize what a magnificent as- 
set this fact is in your constant meeting 
with all sorts and kinds of people. It is 
an asset whose true value you can hardly 
grasp until you imagine yourself as the 
representative of another interest. The 
contrast will make you appreciate what 
in some cases is a profound difference! 

* ££ * 


Between now and 


Christmas Christmas, the wide- 
Present awake and enthusi- 
Policies astic underwriter has 


; a splendid opportu- 
nity to present the Christmas Present 
Policy idea, says Agency Items of the 
Equitable Society. Go over your list of 
policyholders and prospects and pick out 
those to whom you think this idea will 
appeal. Get them examined and then 
after delivering the policy to provide a 
Christmas present in the years to come, 
go over their life situation and point out 
the opportunity of putting in force such 
additional life insurance as may seem ap- 
propriate. 

The Christmas Present Policy idea may 
be put into effect by applying for: 

1. Any policy on a permanent plan 
with the proceeds settled under an in- 
stalment option, the interest being pay- 
abel on the 24th day of December each 
year as a Christmas present to the bene- 
ficiary as long as she may survive the in- 
sured, the principal sum being payable at 
the beneficiary’s death as the insured or 
beneficiary may designate. 

2. A policy on the Ordinary Life, Lim- 
ited Payment, or Endowment Life In- 
come plan providing a Christmas pres- 
ent of $50, $100, or more, each Christ- 
mas to the beneficiary for life (20 Christ- 
mas presents guaranteed). 

3. A Survivorship Annuity which would 
be particularly appropriate where a 
young man or woman wishes to provide 
an annual Christmas present for his or 
her father or mother in the event that 
the parent should survive the insured. 


x * x 
For many years 

A Robert L. Jones, 
Case Of well known State 
Hind-Sight Mutual Life general 
agent in New York 


City, has been sending out clever let- 
ters. Here is what one of his latest ones 
says: 

A few days ago a close friend of mine told 
me that his salary had been reduced from $12,000 
to $10,000. He had been receiving this sal- 


ary for quite a number of years and had lived 
right up to it—the same as a great many others. 


Eightieth Anniversary Y ear 
BERKSHIRE LIFE INSURANCE COMPANY 






1931 


is justly 


proud of its record for past year. 
The marked gain of insurance in force has resulted principally 


from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
"Ask Any Berkshire Agent.” 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield 





I asked him if he was going to resign and seek 
another job and he said, “No, I am going to 
fit my family expenses into my revised income.” 
Or, in other words, live on $2,000 a year less 
money. 

Ten years ago I suggested to this man that 
he should take out $50,000 of life insurance, 
which he could have had then for $1,242 a year, 
but he told me that his line of $10,000 was 
ample—that he didn’t need any more and 
couldn’t afford it. 

Had he taken my advice he would have had 
today a policy half paid up by use of divi- 
dends and a cash value including dividends, of 
over $10,000 and the policy issued at $500 less 
than if he should apply for the same insur- 
ance today. 

I made bold to remind him of my sugges- 
tion ten years ago and he expressed his re- 
gret that he had not accepted it. 

No doubt, many of you to whom this letter 
is addressed have inadequate life insurance. 
Would you like to talk with me about your 
present life insurance holdings and the pos- 
sibility of increasing same? It won’t cost you 
a cent to do this and the only outlay will be 
our mutual time, which will be compensated for 
by a friendly conference. 

Ten years from now many of you will say: 
“Why didn’t I do it then?” Why not now? 





SHOOTING HELD ACCIDENT 

Although an insured knew that two 
drunken and armed strangers were in the 
living room of a ranch house and had 
been quarrelling with the ranch owner, 
he was not being unreasonable when he 
entered the room in an effort to pacify 
them, the Supreme Court of Washing- 
ton has held in McGregor v. New World 
Life, 1 Pac. (2nd) 908. The insured went 
in the room despite the advice of the 
ranch owner and was immediately shot 
and killed. The court ruled that double 
indemnity was payable under the accident 
clause. 


Incorporated 1851 


Massachusetts 


CAN’T COLLECT DOUBLE 





Policyholder Killed in Auto Theft When 
Shot by Police; Held Not 
an Accident 

When a man is shot and killed while 
running away in a stolen auto, his bene- 
ficiary cannot collect double indemnity, 
even though the police in shooting had 
no intention of killing anyone, it has 
been held in Piotrowsski v. the Pruden- 
tial, 2522 New York Supplement, 313. The 
face of the policy was paid promptly, 
only the double indemnity being ques- 
tioned. 

Piotrowsski was in the company of 
three other men, all having been involved 
in the theft of a Dodge car. They were 
attempting to escape from the police, 
who were firing after the stolen car in 
an endeavor to stop it. There was no 
specific intention of killing the occu- 
pants, but the bullets struck and killed 
the driver and Piotrowsski. 

The theft of the car constituted grand 
larceny, and the court held the police 
were justified in shooting to effect an 
arrest, the killing being justifiable hom- 
icide. The court further held that the 
insured in placing himself in such a po- 
sition must have had knowledge of the 
possible consequences, and therefore the 
death could not be called accidental. 





TO FOREGO PARTY 

Instead of holding the customary 
Christmas party this year the Ben Hyde 
agency of the Penn Mutual Life, New 
York City, will donate the equivalent of 
the cost of the affair to the unemploy- 
ment fund. The death in July of E. G. 
McWilliam of the former McWilliam & 
Hyde agency and the unemployment 
situation caused the agency members to 
decide on this course. 





to apply to 


34 Nassau Street 


DAVID F. HOUSTON 
President 





The Formula of Success 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all Standard forms of life insurance. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 


It writes Annuities and 
Double Indemnity Benefits. 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Frank Pennell Gives 
His Agents a Party 


BUSINESS BARRED FROM AFFAIR 





Donald K. Angell from State Mutual 
Home Office a Guest; Many 
Athletes in Agency 
As a change from the routine of busi- 
ness, Frank Pennell, State Mutual Life 
general agent of New York City, gave a 
party to his agency force on Monday 
evening in the form of a beefsteak sup- 
per at the Franklin Inn. There was an 
abundance of both good food and good 
fellowship, all of it further adding to the 
reputation Frank now holds among his 

associates. 

The State Mutual home office was rep- 
resented at the affair by Donald K. An- 
gell, editor of publications. Angell, one 
of the newest members of the home of- 
fice staff, is a graduate of the Wharton 
School of Commerce and Finance of the 
University of Pennsylvania and while 
there studied under Dr. S. S. Huebner, 
insurance professor. 

No one at the dinner was allowed to 
bring business into the picture, the eve- 
ning being given over to music and vari- 
ous amusements. Among the features 
most enjoyed were the singing of Her- 
bert Needes and Gregory Chorlian, both 
of whom have fine voices, the piano 
playing of Felix Janke, and the humor- 
ous stories told by Edward Redfield. 

The Pennell Agency has the nucleus 
of a strong producing organization, a 
group of aggressive young men, most of 
whom are college graduates. There are 
a number of athletic stars in the crowd, 
including among others: “Cupid” Young, 
former Carnegie Tech football player; 
Frank Foley, one of Fordham Univer- 
sity’s greatest athletic products and now 
freshman coach at that university; and 
“Whitey” Lorenz, who was a star quar- 
terback at Rutgers and captained the 
1928 football team there. 





ESTATE ANALYSIS LECTURES 





Chatham-Phenix To Sponsor Course in 
New York City; Anthony H. 
Rutgers, Chief Lecturer 
The Chatham-Phenix National Bank 
and Trust Co., of New York City, is of- 
fering a course of weekly lectures to de- 
velop effective methods in estate analysis 
and for selling insurance to solve re- 
sultant problems. The lectures will com- 
mence promptly at 4 p. m. and end at 5 
p. m. sharp and will be given in the audi- 

torium at 100 William Street. 

Most of the lectures will be given by 
Anthony H. Rutgers of the bank’s trust 
department. He will open the series on 
Thursday of next week, taking up the 
subjects of “Property Rights” and “Trust 
Companies as Executors and Trustees.” 
On December 17 Denis B. Maduro, coun- 
sel for the Life Underwriters’ Associa- 
tion of New York City, will talk on “Life 
Insurance as Preferred Property.” 





BUSINESS CONDUCT COMMITTEE 

John A. McNulty, chairman of the 
committee on business conduct of the 
Life Underwriters Association of New 
York City, has announced the personnel 
of his committee, as follows: vice-chair- 
man, C. E. DeLong; sub-chairmen, Law- 
rence Priddy, Walter E. Barton, John M. 
Fraser, W. R. Collins, W. F. Atkinson, 
W. Verplanck, J. P. Graham, Jr., G. C. 
Wuerth, C. B. Moore, S. S. Wolfson, and 
Robert J. Manheimer. 


W. A. Searle Resigns 
From Pyramid Life 


AS EXECUTIVE VICE-PRESIDENT 





Former Field Director of National Asso- 
ciation of Life Underwriters Well 
Known in Business 





William A. Searle, who became known 
to large numbers of life insurance men 
throughout the country when he was 
field director of the National Association 
of Life Underwriters a few years ago, 
and who from that position went with 
the National Life of Vermont as super- 
visor, has resigned his position as execu- 
tive vice-president and general manager 
of the Pyramid Life of Charlotte, N. C. 
No successor to Mr. Searle will be ap- 
pointed as the work of his department 
will be carried on by the present staff 
under the direction of President E. E. 
Jones. ; 

Mr. Searle came into the insurance 
business from chamber of commerce 
work having proven his organizing ability 
as secretary of various chambers. He 
is a native of Arizona, later lived in 
Rochester, N. Y., where he was educated, 
graduating from the University of Roch- 
ester. He also did graduate work at 
Harvard. During his college years and 
for some time afterward Mr. Searle did 
newspaper and publicity work and he 
had a great deal of experience in or- 
ganizing community activities during the 
war years and the time of his connection 
with chambers of commerce. Mr. Searle 
will remain with the Pyramid Life until 
the end of the year. 





PROMOTING C.L.U. COURSES 





New York Chapter of Degree Holders 
Pledges Support to James Elton 
Bragg at Luncheon 

That the New York Chapter of Char- 
tered Life Underwriters heartily en- 
dorses and will do its. utmost to pro- 
mote the C.L.U. courses being given at 
New York University this year was well 
indicated at the chapter’s luncheon- 
meeting held recently at the Hotel Penn- 
sylvania. 

William J. Dunsmore, president of the 
chapter, told the members how they 
could co-operate with the university and 
pointed out the many business advan- 
tages which can accrue to those who 
earn the degree. He also showed the 
men how necessary it is for their own 
welfare and that of the movement that 
they back the courses to the greatest 
degree. 

James Elton Bragg, head of the New 
York University insurance courses, was 
present and outlined the program for this 
year. He told of the fine co-operation 
which had been given his department by 
the university, of the unusually well- 
qualified faculty members who had 
agreed to give courses. Mr. Bragg also 
described the type of agent that the 
course wants and urged the degree hold- 
ers to aid him in securing that type of 
man. 

The university’s C.L.U. Review Course, 
which is for purposes of review rather 
than for primary preparation for the de- 
gree, opened on November 11. The 
regular three-year program course starts 
in February. 
















Family Income Plans 


Annuities Endowments 
Business 
Insurance 

Investment Insurance. 

A policy to fit every life insurance need. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


FORT WAYNE, INDIANA 





2,500 MORE APPLICATIONS 





New York Life Increase Over October of 
Last Year; Seton Lindsay Sees 
Continued Gain 


The New York Life had 2,500 more 
applications in October this year than in 
the same month last year, and Vice- 
President L. Seton Lindsay finds these 
results encouraging. Writing the Nylic 
Bulletin, he says, “We do not want to 
prophesy that prosperity lurks just 
around the corner or be too enthusiastic 
over what looks like a change in the 
tide, but taken as a whole many factors 
justify the belief that reason has begun 
to gain over panic, and that the stout 
heart and the normal demand, are in 
process of becoming fashionable once 
more.” 

Factors he cited were the great in- 
crease in buying power in the south and 
central west due to higher prices for 
wheat and oil; New England factories 
increasing production: “Cheering signs 
in the Golden West indicate fruit ex- 
ports on the increase and better prices 
prevailing for wheat, butter, grapes, 
raisins and other agricultural commodi- 
ties. Large public construction programs 
aided the Pacific Northwest and Win- 
nipeg wheat prices gained nearly 10 
cents in two weeks. Dr. Klein, assistant 
secretary of commerce, predicts the rail- 
roads riding out the storm, that they are 
indispensable to the future, and _ still 
hauling 75% of the nation’s freight. The 
steel industry reports railroads buying 
more steel, with automotive inquiry in- 
creasing, and a certain steel rail mill 
employing 3,000 more men.” 





TURF ASSOCIATION GROUP 
The American Turf Association has 
taken a group policy with the Equitable 
Society covering its employes and officers 
for an amount of insurance totaling 


about $200,000. 





New Third N. Y. Deputy | 


Samuel R. Feller has been made | 
third deputy superintendent of the| 
New York Department by Superin- | 
tendent Van Schaick. He is twenty: | 
seven years old, born in New York | 
City, received his A.B. degree from | 
Columbia in 1925, and was graduated | 
from Columbia Law School in 1927. | 
He is a member of Phi Beta Kapra.| 
While in law school he was one of | 
the editors of the Columbia Law Re- | 
view. During his college course he | 
was assistant to Professor Roberts S. | 
Schuyler in constitutional law. After 
being admitted to the bar he practiced 
law with two law firms here. For some | 
time he has been secretary of the mi: | 
nority leader of the Assembly at 
Albany. | 








SATISFIES REPORTER 





Onlooker, Impressed by Life Officers and 
Research Bureau Meetings in 
Chicago, Tells Why 
Reporter John C. Leissler of Chicago, 
who has attended hundreds of conven: 
tions, thinks the one of the Association 
of Life Agency Officers and Life Insur- 
ance Sales Research Bureau in Chicago 
recently, was one of the best he has at: 
tended. He writes: ‘ 
“The program was well prepared ant 
the chairmen—Frank L. Jones and Wal- 
ter E. Webb—stuck to it. Meetings wer 
opened on time, attendance was good 
closing was as per schedule. Short re 
cess periods permitted members to relax, 


but all returned to their seats. There 
was no banquet and none was needed 
Incidentally, the speakers not only knew 
their topics but had something to say. 
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World Court Approval 
Arouses Attention 


DUFFIELD.ON COURT COMMITTEE 








Endorsement by 150 Insurance Execu- 
tives Follows Closely Upon That 
of Leading Railroad Officials 





The fact that 149 life and fire insur- 
ance leaders have come out in favor of 
the United States’ membership in the 
World Court, as announced last week, 
has aroused considerable interest in the 





EDWARD D. DUFFIELD 


insurance world. Since last week, one 
more name has been added to the list, 
that of T. E. Braniff, president of the 
Prudential Fire of Oklahoma City, and 
many more are expected. 


The announcement about the insurance 
group followed closely upon the heels 
of that stating that seventy-five railroad 
presidents and board cliairmen approved 
this country’s joining the Court. Other 
prominent groups, representative of 
other fields of American business, are 
expected to do likewise in the near fu- 
ture. It is significant that the insurance 
names are representative of most parts 
of the country, and that there are quite 
a number of signatories in states whose 
United States Senators have not com- 
mitted themselves on the subject. 

Edward D. Duffield, president of the 
Prudential, who made the announcement 
last week, is a member of the National 
World Court Committee, on which are 
many other distinguished peopfe well 
known to the American public. One of 
those most active in promoting the idea 
is George W. Wickersham, New York 
City attorney. 


The Statement Endorsed 


The insurance executives, in showing 
their approval of American membership 
> World Court under the terms of 
the three protocols which are to come 
re the Senate Committee on Foreign 
ations, December 16, signed the fol- 
lowin: statement: 

‘We, the undersigned American citi- 
zens, iavor the accession of the United 
States to"the Permanent Court of Inter- 
National Justice under the terms of the 
three protocols now awaiting approval 
by the United States Senate. 


We believe that endorsement of 
merican membership in the World 
Court by Presidents Hoover, Coolidge 
and Harding, and their Secretaries of 


State, is in accord with the traditional 
American policy of promoting the settle- 
ment of international disputes by inter- 
rational judicial tribunals and that the 
ya by its decisions and opinions, has 
abil. demonstrated its utility and 
Huity to dispose judicially of contro- 
Yersies between nations. 
Unites believe that the interests of the 
p _ States are amply protected in the 
oe Ocols of adherence which have al- 
ady been signed, and we therefore re- 


spectfully urge the United States Senate 
to give its prompt and unqualified con- 
sent to their ratification at as early a 
date as possible.” 


The following life company presidents 
have signed the above statement: 


Cc. F. Adams, Oregon Mutual; Carey G. Ar- 
nett, Inter-Southern Life; Burke Baker, Sea- 
board Life; H. A. Bartholomew, Continental 
Life; H. A. Behrens, Continental Assurance; 
B. O. Berge, Northwestern Union Life; Henry 
P. Blair, Equitable Life of the D. of C.; C. R. 
Boardman, Wisconsin National Life; George A. 
Boissard, National Guardian Life; Eugene O. 
Burget, Peoples Life; J. R. Burns, Lincoln Re- 
serve Life; J. M. Campbell, Colorado Life; L. 
M. Cathles, North American Reassurance; W. 
W. Chiswell, Peoples Life; Charles Franklin 
Coffin, State Life; R. B. Cousins, Jr., San Ja- 
cinto Life; James Cravens, American Provident; 
Walton L. Crocker, John Hancock Mutual; Price 
Cross, International Travelers; Bertram Day, 
Northern States Life; W. G. Dorff, Legal Life; 
Charles S. Drake, Empire Life & Accident; Ed- 
ward D. Duffield, Prudential; A. Morgan Duke, 
Trinity Reserve Mutual; Frederick H. Ecker, 
Metropolitan Life; Herbert O. Edgerton, Boston 
Mutual. 

Crawford H. Ellis, Pan-American Life; James 
W. Glover, Teachers Insurance & Annuity As- 
sociation; George G. Grimsley, Security Life & 
Trust; Arthur F. Hall, Lincoln National; John 
R. Hardin, Mutual Benefit Life; Charles A. Har- 
rington, Massachusetts Protective; B. W. Haugh- 
ton (Vice-Pres.), International Travelers; P. L. 
Hay, Bankers Health & Life; S. J. Hay, Great 
National; Norris B. Herndon, Atlanta Life; Carl 
Heye, Guardian Life; John C. Hill, Standard 
Life; Walter B. Hilton, Building & Loan Life; 
Fred A. Howland, National Life of Vermont; 
A. R. Ingleman, Hawkeye Life; Frank E. Jen- 
nings, Peninsular Life; George R. Kendall, 
Washington Fidelity National; A. L. Key, Vol- 


unteer State Life; Henry H. Kohn, Morris Plan; 
Ben W. Lacy, All States Life; H. K. Lindsley, 
Farmers & Bankers Life; M. A. Linton, Provi- 
dent Mutual; Louis Lipsky, Judea Life; Ralph R. 
Lounsbury, Bankers National; C. E. Lowry, Na- 
tional Equity; James A. McVoy, Central States. 

Clifton Maloney, Philadelphia Life; Robert J. 
Maclellan, Provident Life & Accident; Emmet 

May, Peoria Life; C. O. Milford, South- 
eastern Life; Henry M. Merriam, Franklin Life; 
William Montgomery, Acacia Mutual Life; 
Charles A. Moore, Liberty Life; D. B. Morgan, 
Northern Life; Joe D. Morse, Home State Life; 
R. E. Murrell, Western National Life; Henry S. 
Nollen, Equitable Life of Iowa; Edwin A. Olson, 
Mutual Trust Life; Harry H. Pace, Supreme 
Liberty Life; Frank M. Peters, Federal Union 
Life; T. T. Phillips, Gulf Life; Ben I. Rapport, 
Bankers Credit Life; Frederic H. Rhodes, Berk- 
shire Life; Ralph H. Rice, National Fidelity; 
Paul Roberts, Independent Life; Douglas H. 
Rose, Maryland Life; Moses Rothschild, Sun 
Life of America; W. H. Sargeant, Massachu- 
setts Mutual; John M. Sarver, Ohio State Life; 
Harrison B. Smith, George Washington Life; 
N. Bert Smith, Oklahoma Life; E. B. Stephen- 
son, Security Mutual of Lincoln, Neb. 

W. G. Tallman, Great Western Life; Charles 
H. Taylor, Home Friendly Life; Hillsman Tay- 
lor. Missouri State; Herbert L. Thomas, Pyra- 
mid Life; W. D. Van Dyke, Northwestern Mu- 
tual; D. E. Waggoner, United Fidelity Life; 
Bradford H. Walker, Life Ins. Co. of Virginia; 
David S. Dickenson, Security Mutual Life; O. L. 
Holland, American Nat’l Life; Allen Hollis, 
United Life and Accident; Samuel P. Weaver, 
National Union Life; John L. Webb, Century 
Life; Henry L. Wriston (secretary and mana- 
ger), Ministers Mutual; Clyde W. Young, Mon- 
arch Life; John F. Zimmer, American States 
Life; W. R. Zulich, Reserve Loan Life; Edwin 
H. Barker, Guaranty Life; R. H. Angell, Shen- 
andoah Life; C. B. McCormick, Bankers Union 
Life, and J. J. Shambaugh, Des Moines Life and 
Annuity. 


NEW UNION LABOR POLICY 





Insurance With Annuity Contract Pays 
Monthly Annuity of $10 per $1,000 
After Age 60 or 65 
The Union Labor Life of Washington, 
D. C., has brought out a new policy, an 
insurance with annuity contract, which 
provides insurance to age 60 or 65; 
monthly annuity of $10 per thousand of 
insurance beginning at age 60 or 65 and 
continuing for life; and guaranteeing 
that in the event the insured dies after 
age 60 or 65 and before receiving 120 
monthly payments, the company will pay 
to the beneficiary the balance of the 120 

monthly payments. 

In the later policy years when the cash 
surrender value exceeds the face of the 
policy, the surrender value becomes the 
amount payable at death. Premiums are 
payable to age 60 or 65. Disability in- 
come benefits are based upon the initial 
amount of insurance and not on the 
values in later years. 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
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REAL SALESMANSHIP 


Life insurance selling today demands more than average ability. 
It demands skilled knowledge plus energetic action. It demands 
real salesmanship. 


In the outset, it requires careful preparation, a thorough knowledge 
of the business, a keen understanding of human nature and an 
ability to quickly analyze human needs. The man who combines 
these qualities with “action” is the man who is hitting the high 
mark of success and reaping the rewards of his efforts. 


This Company is greatly interested in this type of salesmanship. 
We credit a large part of our splendid success and rapid growth to 
the constantly increasing number of real salesmen in our field 
organization. 


We have need for more such men. 


Operating in 40 States, the District of Columbia and Territory of Hawaii. 
Branch Offices and General Agencies in practically all important centers. 


issouri State Life 


Insurance Company 


Hillsman Taylor, President 
Home Office, St. Louis 


A GOOD COMPANY TO REPRESENT 
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Human Interest Moving Pictures 
Make Strong Appeal In Trust Sales 


Daniel J. Frazier of 
Hartford devotes a great 
deal of attention to life in- 
surance trusts especially 
trusts that provide for the 


Will He Be Ready. Before 





education and future of the 
children of the family. One 
of his most effective meth- 
ods is to show moving pic- 
tures in the home of his 
client. Two or three such 
pictures have been pre- 
pared by Mr. Frazier. They 
are full of human interest 
with a strong moral on the 
theme of providing for the 
future of the children. 

Furthermore, Mr. Frazier 
believes that it is wrong 
procedure to arrange a 
trust without the presence 
and co-operation of the 
wife. He always makes it 
a point in his demonstra- 
tion to have the family all 
present when he shows his 
pictures. 

Mr. Frazier is of the 
opinion that life insurance 
people are too reluctant 
about the insurance trust 
sales features. He says: 

“Take the average man 
with wife and two children 
earning $5,000 a _ year. 
Wouldn’t it be safe to say 
that this man should have 
an income budget of $3,000 
a year for his family if he 
passed out? He owns his 
home and has about $20,000 
insurance and has $5,000 
investment or savings. It 
cost him about $4,000 a 
year to live and his sur- 
plus is $1,000. His life in- 
surance if he is age 35 
should cost him about $500 
a year and there is a balance of $500. 





















You Are? 


ILL your boy be 

ready to enter col- 
lege before you have saved 
the money to put him 
through? 


There’s one easy way of 
making sure that you'll 
both be ready at the same 
time. 





One of Daniel J. Frazier’s Human Interest 
Pictures 


Having $25,000 cash estate and needing 


$60,000 for $3,000 annual income to family. Would a trust officer recommend that 


he purchase $20,000 life insurance with $500, which he could do? 


The man who is 


neither rich nor poor and who has his family future to provide for could be inter- 
ested more by the life underwriter than by the trust representative. ; 
“The public will buy more than life insurance if some one will take the time to 


show them how to arrange it. 


Most men who have not set up a trust say that they 


haven’t enough and can’t afford to buy any more. 

“The life underwriter of the future who is trained along trust lines will not 
talk about insurance until he gets the idea of asking men how much income their 
families need or what percentage of his income is derived from his investments.” 








STATE MUTUAL MEETINGS 





Instructive Program in Making for Joint 
Conventions at Edgewater Park, 
Miss., Resort 

The State Mutual Life has in prepara- 
tion highly instructive and inspirational 
programs for the joint conventions of its 


General Agents Association and _ the 
Agency Club which will be held at the 
Edgewater Gulf Hotel, Edgewater Park, 
Miss., January 26 to 28. 

This will be the first nation-wide meet- 
ing of the State Mutual since June, 1930, 
when the announcement was made of the 
change in qualification requirements. 
Previous to this time, the Agency Club 
met annually, and the qualification pe- 
riod ran for twelve months—from April 
1 to March 31. The announcement of 
a winter convention in one of the 
South’s most famous playgrounds was 
made at Old Point Comfort in June, 1930. 

The qualification period for the 1932 
convention closed October 31, 1931. The 
requirements for attendance at this 
meeting were relatively the same as 
heretofore with the necessary volume and 
number of lives graded up in proportion 
to the lengthening of the qualification pe- 
riod from twelve to nineteen months. 
One new requirement was added—name- 
ly—all business written during the nine- 
teen months’ period must be in force on 
October 31, 1931. In other words, busi- 
ness lapsed during the period did not 
count for club qualification. 





NEW BRANCH OFFICE 


Elias P. Herbert and Melvin B. Todes 
in Charge for Home Life at 
55 West Forty-second Street 


John J. Gordon, general agent of the 
Home Life at 107 William Street, New 
York City, has opened a branch office at 
55 West Forty-second Street, New York, 


and has appointed two branch managers 
there. They are Elias P. Herbert and 
Melvin B. Todes. 

Mr. Herbert was engaged in the dress 
goods business for a number of years in 
this city and joined the Guardian Life on 
April 12, 1920. He became a million dol- 
lar producer and was a member of the 
Million Dollar Round Table. In 1930- 
1931 he was vice-president of the Lead- 
ers Club of the Guardian Life. He is a 
graduate of the N. Y. U. life insurance 
course. 

Mr. Todes attended Baltimore City 
College and Johns Hopkins in Baltimore; 
and then entered the dress goods busi- 
ness with his father. In July, 1930, he 
went with the Guardian and later was 
graduated from the N. Y. U. Life Insur- 
ance School. Both were with the Mc- 
Namara Agency. 





J. M. BLAKE IN NEW YORK 
_ James M. Blake, head of the field serv- 
ice department of the Massachusetts Mu- 
tual Life, addressed the Keane-Patter- 
son Agency in New York last week. 


Mutual Benefit Not To 
Change Its Disability 

ITS OWN FORM SATISFACTORY 

Will 








Not Alter Plan Unless Forced 
by Diversion of Disability 
To It 


The Mutual Benefit Life of Newark, 
N. J., will make no change in its dis- 
ability benefits as issued in connection 
with life insurance policies as they have 
been in use since the company started 
writing disability in April, 1929, accord- 
ing to a statement by John S. Thomp- 
son, vice-president and mathematician, in 
the current issue of The Pelican, the 
company agency paper. The Mutual 
Benefit did not follow the other com- 
panies in the use of the disability form 
as it has been generally written and. in 
1929 the company prepared separate pol- 
icies covering the disability feature 
which were issued in conjunction with 
life insurance. 

Mr. Thompson says that the com- 
pany’s experience under its plan has 
been satisfactory and has resulted in the 
accumulation of a surplus which, as of 
December 31, 1930, amounted to $52,368, 
in addition to the creation of reserves 
which are substantially larger than those 
fixed by the superintendent of insurance 
of New York for use as of that date fol- 
lowing the suggestions embodied in the 
resolution of the National Convention of 
Insurance Commissioners at its meeting 
in September, 1929. The Mutual Bene- 
fit’s disability policies are participating 
and provide for dividends and surrender 
values. 

Company Has Disability Surplus 

The accumulation of surplus, Mr. 
Thompson explained, has been possible 
because of charging adequate premiums, 
low expenses, careful adherence to the 
best principles of accident and health un- 
derwriting and close supervision of 
claims. 

“We do not contemplate any change in 
our present plans,” said Mr. Thompson, 
“unless changes are forced upon us in 
consequence of the changes made by 
other companies. If, for example, we 
find that the disability business of other 
companies is being diverted to us, we 
also may be compelled to restrict our 
coverage and to take such other meas- 
ures as will protect us.” 

Under the Mutual Benefit separate dis- 
ability policies disability is established 
when, by reason of sickness or accident 
prior to age 60, the insured’s average 
monthly earned income for four months 
is reduced to one-fourth or less of the 
former earned income. The limit of 
monthly income is $250 and the limit of 
insurance with waiver of premium is 
$100,000. The disability policy is not is- 
sued with term insurance. 





COFFIN AND LYTER ON PROGRAM 





Appearing at Sales Meeting of Mervin 
L. Lane Agency Today; Being Held 
At Hotel McAlpin 

The Mervin L. Lane agency of the 
Connecticut Mutual Life in New York is 
today running the second of a series of 
all-day sales meetings at the Hotel Mc- 
Alpin. This meeting features Fred O. 
Lyter, assistant superintendent of agen- 
cies, and Vincent B. Coffin, superintend- 
ent of agencies, who naturally occupy the 
greater part of the program. There is 
also a sales demonstration by Robert E. 
Mills, production leader of the agency, 
and James M. McCartney, as well as one 
by Jay J. Clancy and George W. Levy. 

_The purpose of these meetings is defi- 
nitely to emphasize practical selling ideas 
and to discuss difficult features of life 
insurance selling. 





MAINTAINING DIVIDEND SCALE 
The State Mutual Life’s dividend scale 


will be the same in.1932 as it has been 
in 1931. 


Woods Agency Writes 
Big October Business 


$12,438,000 IN APPLICATIONS 





Pittsburgh Agency Produces 33% of To- 
tal Applications Written by Equi- 
table’s Eastern Agencies 

October turned out to be an unusually 
good month for the Edward A. Woods 
Co., of Pittsburgh, general agents of tlie 
Equitable Society. A report by William 
M. Duff, president of the agency, shows 
that 2,871 persons applied for policies 
amounting to $12,438,527. The sales force 
worked under the inspiration of an in- 
tensive football campaign which had 
been arranged by the home office in New 
York. 

Each day of the campaign was con- 
sidered a game in itself and the Woods 
Agency was pitted against another prom- 
inent Equitable agency, W. L. Boyce of 
Syracuse, N. Y. Pittsburgh ran consist- 
ently ahead of Syracuse. On October 28, 
the last day of the campaign, the Woods 
organization wrote 1,147 applications. 
However, Pittsburgh was a_ scratch 
agency, every application counting as one 
application, while Syracuse was given a 
scoring factor of 2.72 for every applica- 
tion. On this basis the final score for 
the football. contest was Syracuse, 3,011 
points, and Pittsburgh, 2,811 points. 

The final report from the Equitable’s 
vice-president, W. W. Klingman, in 
whose honor the contest was promoted, 
shows an excellent production by the 
twenty-two agencies in the Eastern De- 
partment, embracing New York, Penn- 
sylvania and New England States. It is 
interesting to note that the Woods 
Agency of Pittsburgh, with 2,811 com- 
pleted applications produced 33% of the 
total 8,436 applications which were writ- 
ten by the twenty-two agencies. 

On the All-Eastern Team, which was 
composed of the eleven leading salesmen, 
the Woods Agency had four positions: 
V. B. Lefler of Altoona was fourth with 
52 applications; B. I. Herman of Sewick- 
ley was eighth with 37 applications; P. 
R. Root of Lancaster was tenth with 37 
applications and Grant Hunter of Pitts- 
burgh was eleventh with 33 applications. 

Considering many factors existing in 
October which were not present in other 
Octobers, the results are remarkable. 
Vice-President Klingman pronounced it 
a great success and was _ particularly 
pleased with the unusual quality and 
quantity which about doubled that of a 
normal October. The final result of the 
four weeks’ contest by the twenty-two 
agencies of the Eastern United States 
was 8,436 applications for $34,622,793. 








Endowment Argument 


In Shumaker Story 








There is a good argument for !ong 
term endowment insurance in the color- 
ful story of Edward E. Shumaker, presi- 
dent of the RCA-Victor Co., who is re- 
tiring on January 1, in order to be a 
father to his son and while he is “still 
young enough and healthy enough to en- 
joy the pleasurable in life.” Mr. Shuma- 
ker is fifty years of age. His philosophy 
of life was described in an interview 
which recently appeared in the Philadel- 
phia Evening Ledger. ; 

He says that he has looked at Amierfi- 
can business calmly and_dispassionately 
and found it wanting. He characterize 
the high-pressure speed of industry as 
the “pace that kills,’ and bewails the 
fact that business so crowds men that 
they have to push fatherhood in the 
background. He assets that “I shall feel 
it is a reflection on me, and my §00 
sense, if I am unable to find happiness 
without being in the grind all the tme. 
There must be unlimited opportunities 
for happiness and pleasant living in the 
world without working hard until one 
dies—and I’m going to find these if 
can. I’m going to try to avoid planning: 
I’ve spent my life doing that. Now I'm 


to do something different, take life as 
find it.” 
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Union Life of Oregon | 
Closes Subscriptions 

HAS GOOD PRODUCTION START 

From Now On To Devote All Time To 


Writing Business; Strong Addition 
To Board 








In a period of little more than six 
months approximately $4,000,000 in new 
business has been put on the books of 
the recently organized Union States Life 
of Portland, Ore., in the form of prelim- 
inary applications with all required pre- 
mium payments made. Only type of 
policy offered during this pre-qualifica- 























W. E. HIBBARD 


tion period was a Founders’ policy; max- 
imum policy written, $5,000. 

Wayne E. Hibbard, president Union 
States Life, recently announced the com- 
pletion of the financing program con- 
ducted during the past year and a half 
by the Capitol Underwriters’ Corpora- 
tion, owners of the Union States Life. 
The stock subscription list has been defi- 
nitely closed with the attainment of the 
company’s goal. The formal opening of 
the Union States Life is to be held late 
in November. All efforts from now on 
will be devoted to writing new business. 

J. N. Barde On Board 

J. N. Barde, president of the Barde 
Steel Co., well-known figure in Pacific 
Coast business and financial circles, has 
been elected to the board. The addition 
of Barde to the board is believed by local 
financial men to give the company un- 
usual strength. Barde was iron and steel 
administrator for the United States Gov- 
ernment during the war, and after the 
Armistice purchased all the known steel 
left over from the war program, valued 
at approximately $50,000,000. He pur- 
chased approximately 350 shipping board 
vessels which he proceeded to wreck to 
recover the steel. He had been associated 
with Herbert Fleishhacker, capitalist of 
San Francisco, in a number of ventures 
which have proven highly successful. 

Other men associated with Hibbard in 
the new Union States Life are Francis 


F. McGinnis, as vice-president and super- " 


Intendent of agencies. McGinnis has had 
thirty-three years of life insurance expe- 
nMence in practically every phase of the 
business. J. B. Krutza, with a record of 
seventeen years of home office experi- 
ence, is office manager. J. R. Daley and 
Hunter Glover, of wide experience in 
business, principally financial, are serv- 
Ing the new company as fiscal agents. 
The large board of directors includes in 
Its membership a number of outstanding 
men in business and financial circles of 
the Northwest. 





MASSEY WILSON’S APPLICATION 

Massey Wilson, co-receiver for the de- 
funct International Life Insurance Co. 
of St. Louis, Mo., in an application made 
to Federal Judge Charles B. Davis for 
the allowance of a partial fee for his 
Services in the receivership reported that 
the stockholders of the insurance com- 
Pany should eventually realize more than 
twice the par value of their stock. 





DROPS INCOME DISABILITY 
The State National Life of St. Louis 
as ceased writing the disability income 
fature this month but will continue to 
Write the waiver of premium clause. 


Guardian Life Does 
Big October Business 


CAMPAIGN FOR PRESIDENT HEYE 





All Sections of Country Represented in 
Group of Production Leaders; 
A. L. Beck Leads 





There was no evidence of depression 
in the results attained by the members 
of the Guardian Life field force during 
October, designated “President’s Month,” 
in honor of the company’s chief execu- 
tive, Carl Heye. The volume of new 
business submitted during the campaign 
exceeded that of President’s Month last 
year by 14% and in number of applica- 
tions written a new high mark for this 
year was established. 

An individual quota of eight applica- 
tions on eight separate lives was as- 
signed each Guardian agent for October, 
achievement of this goal representing the 
first of three successive steps towards 
membership in the company’s recently 
announced honor production club, the 
President’s Club. One hundred ninety- 
nine Guardian fieldmen fulfilled this 
quota by submitting at least eight ap- 
plications in October—a far greater num- 
ber of 8-a-month producers than in any 
previous month in the company’s history. 

Every section of the country was rep- 
resented in this group of leaders and 
topmost honors were widely distributed. 

A. L. Beck of Buffalo agency headed 
the producers with 32% applications for 
the month. P. F. Broughton of New 
York (McNamara) and L. E. Holland of 
Fargo, N. D., shared runner-up honors 
with 23 applications each. C. T. Ballew 
of Kansas City led his section with 22 
applications; A. Z. High, Jr. of San 
Francisco topped the Pacific Coast pro- 
ducers with 19; and R. D’S. Robertson 
and H. R. Pierce of Nashville led in the 
South with 17% applications apiece. 





PROVIDENT DISABILITY 





President Linton Outlines November 15 
Changes in Letter to Company’s 
Field Force 
In a letter to the members of the field 
force of the Provident Mutual. President 
M. A. Linton announces that “except for 
a few changes in underwriting practice, 
effective November 15. we contemplate 
retaining our present disability clause for 
a few months after the first of the year.” 
The agents are asked to use the dis- 
ability appeal with careful discrimina- 
tion. The changes effective November 
15 are: (1) the upper age limit for issu- 
ing disability to men will be 50; (2) at- 
tachment to old insurance will be limited 
to premium waiver; (3) disability income 
not exceeding maximum of $100 per 
month will be issued on Five Year Term 
policies; (4) limit for disability income 
in all companies, including that in force 
and applied for, is reduced to $750 per 
month, and (5) women will be granted 
premium waivers only, with 45 the maxi- 

mum age for issuing the benefits. 





RECHT & KUTCHER RECORD 





Led in Paid-for Volume in October 
Among Northwestern Mutual Agen- 
cies in Metropolitan N. Y. Area 


Recht & Kutcher, general agents of the 
Northwestern Mutual Life in the Empire 
State Building. New York, led the met- 
ropolitan district offices of the company 
in paid-for business for the month of Oc- 
tober. The six leading producers in the 
agency were L. W. Mack. Alvin H. Co- 
hen, George R. Pierce. Albert Phillipson, 
A. M. Otterbourg and C. L. Turano. 





ATLANTIC DROPS DISABILITY 


The Atlantic Life will discontinue the 
issuance of income disability insurance 
after December 31, 1931.. Waiver of pre- 
mium in a slightly modified form to be 
announced later will be issued to eligi- 
ble risks at current rates of premium, 
President A. O. Swink announced this 
week. 
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‘GOOD SHIPS: Only “stormy weather” really tests the 
safety of ships and financial institutions. Well-managed life 
insurance companies have come through every “storm”—every 
test—safe and staunch. For example, for 86 years, since it 
was founded in 1845, New York Life has weathered all Wars, 
Epidemics and Financial Crises:—The Mexican, Civil, Span- 
ish-American, and World Wars;—The scourges of yellow 
fever, cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 1907, 1914, 
1920-1921 and 1929-1931. In all these years New York Life has 


never failed to meet an obligation. 


New York Life Insurance Company 
51 Madison Avenue, Madison Square. 


New York, N. Y. 
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GERMANY TO RESTRICT OUTSIDE 
INSURANCE 

The German Board for the Supervi- 

sion of Private Insurance is reported as 

that life 

foreign currencies will be either entirely 


about to decree insurance in 
forbidden or at least made more difficult, 
according to the paper Presse. Such in- 
surance before and right after the war 
was practically unknown, but during the 
inflation period it became very common. 
The collapse of German insurance with 
the collapse of the mark was soon fol- 
lowed by a period of returning confi- 


dence and German life insurance com- 
panies were able to rebuild;an enormous 
business within a few years, a most re- 


markable achievement considering the 
About 


written on a 


handicaps under which it worked. 
50% of this business was 
gold basis or in foreign currencies which 
in the past had not been subject to much 
fluctuation, such as pound sterling or 
especially dellars. 

This insurance does not protect those 
who are left behind when the family 
head dies, unless the sums payable under 
the contract are not subject to deprecia- 
tion by the collapse of the currency in 
which the contract has been made. 

The need for insurance on a gold basis 
or in steady currencies exists and if this 
need is not met within the country the 
protection will be sought outside the bor- 
No family head will after the ex- 
periencts of 1923-24 again save for dec- 


1 i 
Gers. 


ades, only to see in the decisive moment 
all his savings swept away by a collapse 
of the currency. The interest of the gov- 
ernment as well as of the people demand 
that life insurance in gold or safe cur- 
rencies be favored and not hindered. 

DEATH RATE SURPRISINGLY LOW 


In spite of the condition of business 


depression and general unemployment 
which might be expected to be accom- 
panied by a rising death rate, there is a 
fair prospect, according to the Statistical 
Bulletin of the Metropolitan Life, that 
1931 will record a lower death rate than 
before in the United States 
Canada. A study of the large 
section of the population comprised by 
the millions of industrial policyholders of 
the Metropolitan Life shows that at the 
end of the third quarter the cumulative 
death 


ever and 


cross- 


rate was only three-quarters of 
1% higher than the previous mininium 
for the like period of any year, estab- 
lished last year. 

Even if this slight margin is not over- 
come the 1931 health record to date is 
in many respects the most remarkable of 


all the years. As is pointed out by the 
Metropolitan, it is almost unbelievable 
that this country and Canada could ex- 
perience such excellent health in a year 
of severe business depression and wide- 
spread unemployment. 

Increased death rates, as compared 
with 1930, were recorded during Febru- 
ary and March, and, at the end of the 
first quarter, there appeared to be small 
prospect that 1931 would rank as an ex- 
ceptionally good health year. Beginning 
with the second quarter, however, a dis- 
tinct change for the better was observed. 
The April death rate, with two excep- 
tions, was the lowest ever registered for 
that month; in May, a new minimum 
mortality rate for that month was re- 
corded, and the second quarter estab- 
lished a new low figure for that part of 
the year. Excellent health conditions 
continued during the third quarter, es- 
pecially among the colored policyholders. 
The outcome, as already noted, is that 
the cumulative death rate now stands 
less than 1% higher than the previous 
minimum. Indeed, among the insured 
living west of the Rocky Mountains, and 
among Canadian policyholders, 1931, to 
date, has been the best health year on 
record. 





L. A. Mack, publisher of The Weekly 
Underwriter, was quoted for more than 
a column in the New York Herald- 
Tribune last Friday on a “back to the 


farm” article in The Weekly Under- 
writer. In discussing the unemployed 


Mr. Mack said in part: 

“We believe there are thousands of 
such men who, rather than stay in the 
cities and starve, will soon be seeking 
homes on the farm, not with the inten- 
tion of adding to the nation’s supply of 
wheat, but because on a small farm they 
can raise enough to feed and clothe their 
growing families, educating their chil- 
dren in near-by district schools amid 
healthful and wholesome surroundings. 
Such a trend has already been observed 
in some quarters, and is looked upon as 
a most desirable sort of migration. Why 
not stimulate this movement by a little 
co-operative effort? At present the man 
who is ready to go back to the farm is 
confronted by the questions ‘where to 
go,’ and ‘how to finance it.’ Usually he 
goes back to that part of the country 
from which he originally came. But 
would it not be helpful and incidentally 
profitable for the insurance companies 
which have farms at their disposal to set 
up a central clearing house of informa- 
tion as to their size, location, buildings 
and equipment, price, etc. Perhaps the 
railroads would help. They are in need 
of additional revenue, and are always in- 
terested in colonization movements. Cer- 
tainly the close relationships already ex- 
isting between the insurance companies 
and the railroads would assure co- 
operation. Information as to the near- 
est available homesteads could be passed 
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The Human Side of Insurance 








DUDLEY F. AND J. A. GIBERSON 





R. HOWARD BLAND 





J. A. Giberson, local agent, Alton, Ill, 
prominent in agency association circles, 
and his son, Dudley’ F., are shown in 
the above cut. Dudley -Giberson is a 
student at the University of Pennsyl- 
vania, taking the four-year insurance 
course at the Wharton School of Fin- 
ance. He is also on the ’varsity foot- 
ball squad and has played in all games 
to date. He is left guard and is nine- 
teen years old. 

+ ee oe 

Fred W. Kiefer, who has represented 
the North British & Mercantile for fifty 
years in Pittsburgh, was a guest at that 
company’s home office on Monday, No- 
vember 9, when a handsome gold watch, 
suitably inscribed, was presented to him 
by U. S. Manager C. F. Shallcross. In 
1888 Mr. Kiefer became the Pittsburgh 
resident secretary of the company, a po- 
sition he held until 1921, when he became 
general agent. In 1928 he relinquished 
the general agency appointment and has 
since been local agent for the North 
British & Mercantile at Pittsburgh. 

* 5 

Police Commissioner Austin J. Roche 
of Buffalo has ruled that Acting Inspec- 
tor George W. Rickard may continue to 
act as special sales and collection repre- 
sentative of the Police & Firemen’s 
Protective Insurance Co. of Indianapolis. 
Charges that his insurance duties inter- 
fered with his efficiency as an inspector, 
which were laid anonymously against 
Mr. Rickard, were found to be untrue 
by the commissioner. 

* 


Thomas J. Curran, former Assistant 
United States District Attorney, and ac- 
tive in prosecution of firebugs, work 
which brought him into close contact 
with the loss committee of the New 
York Board of Fire Underwriters, was 
defeated for alderman in the recent New 
York City election. 

* 


Lon W. Harlow, head of the St. Louis 
insurance agency bearing his name, was 
the principal speaker at the annual Ar- 
mistice Day dinner of the Kingdom Post 
of the American Legion at the Palace 
Hotel, Fulton, Mo., on November 11. Mr. 
Harlow was captain of Company B of 
the 345th Infantry during the War. 

i wa 


Edward E. Rhodes, vice-president of 
the Mutual Benefit Life, and Mrs. 
Rhodes are planning a round-the-world 
cruise. Mr. Rhodes will be gone for four 
months, this being his first real vacation 
in several years. 





on to the public through the medium of 
direct communication to interested poli- 
cyholders and through advertising,” 


R. Howard Bland, president, United 
States F. & G., has consistently main- 
tained a sensible, constructive attitude 
on business recovery during the depres- 
sion, his latest message to managers and 
agents laying stress on the current 
proneness to gossip about financial and 
industrial institutions. His sound advice 
is: “If every man would attend to his 
own business, disregard the foolish ru- 
mors spread abroad and work as never 
before, the future need not worry us.” 
His viewpoint on business recovery is 
that it is a fallacy to assume that “we 
must wait for business to come back; 
that the sensible American thing to do 
is to help bring it back.” The September 
30 statement of the United States F. & 
G., incidentally, showed assets of $6l,- 
127,786; market value of securities as of 
June 30, $44,628,899; premium reserve, 
$16,881,425; claim reserve, $22,291,799; 
special reserve for mortgage guarantee, 
$2,500,000; capital of $10,000,000 and sur- 
plus of $6,835,966. 

ke a 

W. H. Jones, loss manager of the Ma- 
rine Office of America, is back at his 
desk following a trip to Europe during 
which he attended the annual convention 
at Baden Baden, Germany, of the Inter- 
national Union of Marine Insurance. Mr. 
Jones was much impressed with this 
gathering of British and Continental Ev- 
ropean marine underwriters, brokers and 
agents and especially with the favorable 
handling of convention procedure and 
language problems by Fraulein Frenz), 
secretary of the Union. Miss Frenzl 1s 
an accomplished linguist as well as am 
expert in marine underwriting and as the 
various talks at general sessions or com- 
mittee meetings were made in German, 
French or English she would immediately 
thereafter 


give resumes in the two 
tongues other than that used by the 
speaker. Mr. Jones expressed the hope 


that more American companies would be- 

come members of the Union as its sphere 

of influence is constantly growing. He 

finds that many problems of interest 10 

Americans are brought up for discitssio. 
* & # 


John J. McGovern, manager at Pitts 
burgh for the General Adjustment Bu- 
reau, last week completed twenty-five 
years of service with the bureau. In 
honor of the occasion he was tendered 
a luncheon by the bureau staff in west 
ern Pennsylvania at the Keystone Ath 
letic Club in Pittsburgh. He was als° 
presented with a case of silver, the, gilt 
of the adjusters under his supervision 
at the Pittsburgh, Altoona, DuBois a 
Erie offices. General Manager W. J: 


Greer was present and extended his cot 
gratulations, too, to Mr. McGovern. 
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A German Visitor 
Dr. Fritz Stern of the Victoria Life 


of Berlin is visiting this city. Dr. Stern 
began his insurance career as agent of 
the Wilhelma, a well-known life insur- 
ance company in Germany before the 
War. When the Allianz took over the 
Wilhelma he became an inspector for 
the Allianz. During the top period of 
the inflation in Germany he retired from 
insurance, but later accepted a position 
as general inspector of the Victoria in 
Berlin, eventually becoming manager of 
the company. He is also a contributor 
to the German insurance newspaper, 
Neuman’s Zeitschrift fur Versicherung- 
swesen, and he has written a book on 
the building and production of insurance. 
x * x 


Visiting Bohemian Club, San Fran- 
cisco, With J. B. Levison 

I have rarely met a man who gets 
more pleasure out of music than J. B. 
Levison, president of the Fireman’s 
Fund, not only as a member of audiences 
at symphony orchestra concerts and re- 
citals, but he is a skilled enough per- 
former On one instrument to entitle him 
toa place in an orchestra if such were 
his desire. His particular instrument is 
the iluce. 

While in San Francisco recently I paid 
a visit to the Bohemian Club, which is 
known throughout the country as a place 
where people of unusual talents have 
gathered tor years in a beautiful ciub- 
house. My host, Mr. Levison, and the 
other insurance men who belong were 
not clected to membership because they 
are business executives but because they 
have artistic qualifications for member- 
ship or are sympathetic with music, the 
theatre, the five arts. When inside the 
walls of ‘the club Mr. Levison drops his 
character as president of insurance com- 
panies and is there known as one of the 
best musicians in San Francisco. 

The Bohemian Club of San Francisco 
Was founded in 1872, the idea originating 
With a few journalists on San Francisco 
Newspapers. The original constitution 
called the club “an association of gentle- 
men connected professionally with liter- 
ature, art, music, the drama, and also 
those who by reason of their love and 
appreciation of these objects, may be 
deemed eligible.” 

Although the club has a large city 
home at Post and Taylor Streets its 
Most famous property is the Bohemian 
Grove, a large tract of forest in the Se- 
quoia district, in Sonoma County. Here 
‘very summer is held the annual en- 
‘ampment for two weeks, at the close of 
Which an original play with music is pre- 
sented in the open air theatre, with the 
great trees for scenery. In this Grove 
Mr. Levison has frequently appeared as 
4 musician, 

_ the “Jinks” of the club at the camp 

- the high spot of the club year. Dur- 

ng the years the Grove plays have been 

Written and composed by some of the 

ee writers and musicians in the 
Ty, members of the club. 

he early performances were even 
More informal than the ones today. At 























first it was customary to change the 
scenery by having the audience turn 


around and face backward. The audience 
was supposed to sit on rows of cedar 
logs, but it preferred to sit on the 
ground and lean against the logs. 

The first camp in what is now the 
Grove was held in 1887. The committee 
had looked as far away from San Fran- 
cisco as Mt. Shasta in an effort to find 
the proper spot. There was no intention 
at first of making it a permanent spot 
for meeting. 

At one time the city club house of the 
organization was between a_ variety 
theatre and the morgue. Again it was 
over a grocery store, but it has since had 
several fine quarters. The owl is the 
emblem of the club, and live owls used 
to be kept in a cage outside the window. 
The Bohemian Club now has 1,800 mem- 
bers in comparison with 180 in 1874. 

x Ok Ox 


400 Women and One Man Attend 
Dinner 

Pinckney Estes Glantzberg, legal barn 
stormer of the New York Insurance De- 
partment, who travels more for the De- 
partment than any one in it and knows 
the court houses of both hamlets and 
metropolies, was the brilliant toastmas- 
ter at the dinner of the Professional 
Women’s Club, held in Brooklyn at the 
Towers Hotel on Monday night of this 
week. She had to introduce Mrs. Frank- 
lin D. Roosevelt, wife of the Governor; 
Anne Morgan, president of the Amer- 
ican Women’s Association and sister of 
J. P. Morgan; Lena M. Phillips, presi- 
dent of the International Federation of 
Business and Professional Women, and 
the Princess Alexandra Kropotkin. She 
made a scintillating job of it. 

Judge William Harmon Black walked 
out on the dinner, leaving me as the only 
man present at the tables. There were 
400 women in attendance and it was an 
unique and interesting evening. 

x kK * 


Experiences With Canadian Customs 


Before people depart for Canada to 
attend insurance conventions they should 
take a course of study in Canadian cus- 
toms regulations, most of which are 
Greek to the average American. 

Echoes are still heard about experi- 
ences with the Canadian uniformed men 
at the border which members of the In- 
surance Advertising Convention went 
through. 

Take red-haired, jolly, former manag- 
ing editor Rex Magee of the Lamar Life 
(to talk in Time language). 

Among his baggage was a talkie film 
which his company has displayed in va- 
rious conventions and moving picture 
théaters, illustrating why insurance is a 
fine profession to follow. Magee did not 
know that films imported to Canada come 
under a quota ruling designated to pro- 
tect Canadian movie and _ talkie pro- 
ducers. But he soon found out about the 
law, but was permitted to bring in the 
apparatus on promise to deposit it with 
customs officials in Toronto. 

Further harangue followed and finally 





by paying $71 he was permitted to keep 
possession, but also had to promise that 
it would be immediately returned to the 
U. S. A. after the convention. To add 
to his troubles he could not find a port- 
able talkie projector which would oper- 
ate on the particular Toronto current. 

Jarvis Mason, London Assurance lit- 
terateur, innocently packed a typewriter, 
for no particular reason but just to have 
something handy as a time saver if he 
wanted to do some Toronto writing. A 
Canadian customs inspector awakened 
him from dreamland and inquired if he 
were a reporter. When the answer was 
in the negative Mason was informed that 
he would have to pay $6 duty on the 
portable machine. Although C. S. S. 
Miller, then president of the Insurance 
Advertising Conference, and a_ border 
veteran, assured him optimistically that 
he could expect his money back within 
six or seven months, if he could prove 
that the machine had been returned to 
the U. S. A. in that period, he regarded 
the $6 as lost. 

Cigarette smokers were told of quotas 
and hid what they had in topcoat 
pockets, dress shirts and other crevices, 
knowing that U. S. A. brands averaged 
fifty cents a package in Canada. 

On the way back there were inquiries 
about a specific contraband. None of it 
was found. 

* * x 
Two Editors Who Know Their Jobs 

Two “house organs” received by The 
Eastern Underwriter this week, both out 
of the ordinary and of unusual interest, 
were the Agents’ Record of the Conti- 
nental Casualty and Continental Life, 
being the twentieth anniversary conven- 
tion number, and the Connecticut Gen- 
eral Bulletin, reporting in full the recent 
Bigwin convention of that company. 

The editors of both these issues did 
not miss a trick in make-up, display, 
playing up of addresses and articles, and 
what was presented so graphically, pic- 


torially and forcefully was eminently 
worthy of such presentation. 
+ 


A Notable Achievement 

The Portland Cement Association, Chi- 
cago, Ill., has for some time been attack- 
ing the accident problem in the mills and 
quarries of its member companies. Ac- 
cording to the annual statistics of the 
National Safety Council, the Portland ce- 
ment industry, starting from a point far 
down on the list, has climbed to first 
place among American industries for its 
low accident rates. The association re- 
ports the number of lost-time accidents 
in member mills as follows: 1928, 913; 
1929, 723; 1930, 440. It is interesting to 
note that while humanitarian conditions 
were paramount, nevertheless the saving 
in loss of- pay to workers and the reduc- 
tion in cost to the company have been 
great enough to prove the movement 
worth while from the financial stand- 
point, while the character and efficiency 
of the personnel have improved steadily. 

ee * 
When the Skies of Civilization 
Looked Gloomy 


Have you ever been blue enough to 
feel that this crisis through which the 
world is passing is one from which it 
cannot recover? If so, look at some of 
the other great crucial moments which 
have harassed the peoples of the world. 

This subject is thoroughly covered by 
L. P. Jacks, principal of Manchester Col- 
lege, Oxford, in an article printed in the 
New York Times Sunday, bearing the 
title, “The Saving Forces of Civilization.” 

Says Dr. Jacks: 

“To speak of my own country alone, 
I find, as I turn over the pages of its 
history at random, that ‘the present 
crisis’ might be written at the top of 
every one. There was a crisis when 
Julius Caesar landed on its shores; an- 
other when William the Conqueror came 
over from Normandy; another when the 
Black Death wiped out two-thirds of the 
population in the fourteenth century; 
another when Henry VIII destroyed the 
monasteries; another when the sails of 
the Armada were sighted off Plymouth; 





another when Cromwell turned out the 
Long Parliament; another when James 


Watt discovered the secret of steam 
power; another when the American Colo- 
nies were lost; another when Napoleon 
launched his cavalry against the British 
square at Waterloo—and so on to the 
last striking of the clock. 

“Let American readers make their own 
parallels; or let them look up the his- 
tory of Europe in, say, the eighteenth 
century. When was Christianity in 
greater peril than when Voltaire was as- 
saulting it with his terrible satire—a 
weapon far more fatal than the dull sci- 
entific doubt of our own day? When 
was morality less secure than when the 
best it could say for itself was the eigh- 
teenth-century formula, ‘Be good and 
you will be happy,’ which everybody 
knows to be false? When was the 
structure of European society less se- 
cure than when it was reeling under the 
combined shocks of the French Revolu- 
tion and the industrial revolution? When 
was the condition of the poor in great 
cities more appalling than when Hogarth 
painted his picture of ‘Gin Lane’ or when 
the mob marched to Versailles howling 
for the blood of the French King? Ver- 
ily mankind is an old hand at facing a 
crisis.” + 4 * 

* * x 
North Versus South Again 

In the early days of the Schedule Rat- 
ing Office, one of the countermen at 
Newark was a native of the South and 


gifted with a somewhat fiery temper 
when aroused. Among the Newark 


agents was one also noted for his temper 
and ability to provoke a quarrel at any 
time. He delighted in causing a disturb- 
ance and when things became too hot, 
would wave an empty coat sleeve and de- 
clare himself a veteran of the Civil War. 
This saved him on many occasions from 
getting what would have been his “just 
deserts.” 

One day he came to the Rating Office 
and was soon engaged in a bitter quarrel 
with the man from the South. Finally 
the latter, unable to stand any further 
abuse shouted, “Look here! For years 
you have bullied and abused everyone in 
Newark and are able to get away with it 
by doing that empty sleeve, Civil War, 
act, but it doesn’t go with me. Let me 
tell you I would just as leave lick a one 
arm man as a two arm man and, get this: 
my father was a captain in the Confed- 
erate Army and I hope he is the one 
who shot your d—— arm off.” 

The agent received a much needed les- 
son and from that time on was most re- 
spectful in all his dealings with the 
Schedule Rating Office. And the coun- 
terman? He is now a department head 
for one of the large New York City com- 
panies. 

* * * 
British Remove Auto Insurance 
Anomaly 

An agreement just reached by Lloyd’s 
and the insurance offices has come as a 
welcome relief to motorists in Britain 
who wish to give a tow to a disabled 
vehicle. There have been frequent con- 
victions under the Road Traffic Act for 
doing this “good turn,” on the ground 
that they were for the time being unin- 
sured against third-party risks—as the 
hauling of a trailer is specifically exclud- 
ed in many insurance policies and cer- 
tificates. 

The Minister of Transport now under- 
stands, it is announced, that any such ex- 
clusion “shall not apply to the towing of 
a disabled motor-vehicle—when no 
charge is made for such towing, provid- 
ed that the number of vehicles hauled 
does not exceed the number of trailers 
permitted by the Road Traffic Act.” 

Existing policies or certificates need 
not be returned for alteration in conse- 
quence of this decision. 

* * * 


Charles M. Biscay, advertising man- 
ager of the Western & Southern Life, 
has been invited to participate in the 
forthcoming International Congress of 
the American Mathematical Society, of 
which he is a member. The congress 


will meet in Zurich, Switzerland. 
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New Industry In F ere 


Called Tung Oil, Prominent Insurance Men Listed as Displaying an 
Interest in Tree Growing Research in Polk 
County of That State 


Some of the most prominent insurance 
men in the country are mentioned in a 
booklet of the Plant & Chemical Re- 
search ©o., Polk County, Fla., as being 
interested in the birth of a new indus- 
try: the manufacture of Tung Oil. 

It has been demonstrated that in cer- 
tain parts of Florida the climate and soil 
is adapted to the growth of the Tung 
Oil tree. 

In China tung oil has been used for 
centuries in the making of paints and 
water-proofing material. It has been 
largely exported to this country. In the 
U. S. A. Tung oil is used in making var- 
nish, enamel paint, floor paint, flat wall 
paint, paint driers and also in the manu- 
facture of oil cloth. With aluminum 
oxide it is made into aluminum tungate 
which is used as a fire-proofing and wa- 
ter-proofing material. It is also used in 
the electric industry. 

The Plant & Chemical Research Co. 
has its laboratory in Polk City, Fla. In 
1929-30 it planted a nursery of between 
400,000 and 500,000 trees, propagated 
from selected seeds and from this grove 
nursery trees are being sold to those 
who are planting on a smaller scale than 
large corporations will plant but who will 
when in production bring their nuts to 
custom mills. 


Company Organized Last Year 


The company was organized in March, 
1930, and its aims are thus set forth: 

“Resolved that our policy shall be ab- 
solutely to build an industry, to grow 
trees for the manufacture of oil, to re- 
fine same, to work out products and by- 
products and to perfect the most effi- 
cient machinery and in no way directly 
or indirectly be associated in the seek- 


ing of profits from the sale of lands or 
stock but confine our operations abso- 
lutely and exclusively to the oil business 
as a commercial business, as producers, 
research chemists, manufacturers, refin- 
ers of products and by-products and dis- 
tributors on a nation-wide basis.” 

Hugh R. Loudon of Babson Park, Fla., 
and now owner of a large citrus grove, 
came East some time ago, and saw a 
number of prominent insurance men rel- 
ative to the new industry. The Plant 
& Chemical Research Co. lists the follow- 
ing names as those who have shown an 
interest in the new industry: 

Wilfred Kurth, president companies in Home 
Fire Geet; ‘ ¥ : 

_ R. M. Bissell, president Hartford companies 
in Hartford Fire fleet; 

_Edward Milligan, president companies in Phoe- 
nix fleet; 

Ralph B. Ives, president companies in Aetna 
(Fire) fleet; 

Carl F. Sturhahn, president Rossia. 

James Wyper, vice-president of Hartford; 


Charles A. Nottingham, assistant U. S. fire 
manager, L. & i 


& G.; 
— H. Williams, vice-president Travelers 


ire; 
Bertram N. Carvalho, president Fire Reassur- 
ance Co.; 
Henry P. Whitman, vice-president Phoenix; 
Fred C. Gustetter, secretary, Phoenix; 
Charles H, Holland, former president Inde- 
pendence Indemnity; 
Otto E. Schaefer, president Westchester Fire; 
Guy E. Beardsley, vice-president Aetna Fire; 
Channing §S. Timberlake, secretary Hartford 


ire; 
‘ = C. Mollington, Western manager L. & L. 
_C. R. Tuttle, Western manager Insurance Co. 
of N. A.; 

John_F. Stafford, manager Western Depart- 
ment, Sun Insurance Office; 

W._P. Robertson, Chicago manager Alliance; 

J. B. Kremer, formerly L. & L. & G.; 

Bertram A. Page, vice-president Travelers; 

F. C. White, vice-president at Hartford; 

F. H. Walker, L. & L. & G., Newark; 

W. Ross McCain, vice-president Aetna (Fire); 
gee W. Jordan, director, Columbian National 
uife. 
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LEARING the road to more 


Automobile business 


for The Alliance Agent. 





THE ALLIANCE INSURANCE COMPANY 
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N. J. State Board of Education to Take 
Action Tomorrow on Readjustment 
of Rates 
At a special meeting of the New Jer- 
sey State Board of Education which will 
be held at Trenton on Saturday, Novem- 
ber 14, action will be taken on the read- 
justment of insurance methods for 
property of the department throughout 
the entire state, and it is likely that a 
state-wide broker will be appointed to 
make a survey of the valuations and 
rates in policies now carried, to ascer- 
tain whether either are too high. For 
some time the insurance has been placed 

through one firm in Paterson. 

Brokers and agents in various parts of 
the state claim that they should be per- 
mitted to bid for the insurance on build- 
ings in their territory. The State Board 
of Education is in hearty accord with 
this suggestion and it is likely that it 
will be done. The present policies in 
force will not be disturbed or cancelled, 
unless there is some charge of fraud 
brought about, but as the insurance ex- 
pires in various parts of the state, in- 
surance brokers and agents will be given 
an opportunity to bid on the insurance, 
the bidding to be confined to that ter- 
ritory where the buildings are located. 





CHICAGO MERGER DROPPED 

The merger negotiations between the 
Chicago Fire & Marine and the Asso- 
ciated Fire & Marine of San Francisco 
have been dropped because of conflicting 
technicalities in the Illinois and Califor- 
nia laws governing consolidations. It is 
reported that Harold M. O’Brien, presi- 
dent of the Chicago F. & M., is nego- 
tiating with other interests and details 
may be announced soon. 


NORTHWEST ASS’N RETIRES 

Formal retirement of the Fire Under- 
writers’ Association of the Northwest as 
an active force in the fire insurance busi- 
ness was announced Tuesday night at a 
meeting in the Palmer House in Chicago. 
The announcement was made in a letter 
from John F. Stafford, president of the 
association, to the Society of Life Mem- 
bers, an organization composed of men 
who have been members of the associa- 
tion for twenty-five years or more. The 
Society of Life Members will continue. 
The society elected the following new 
officers: W. B. Calhoun, Milwaukee, 
president; Fred M. Gund, Freeport, III, 
Western manager of Crum & Forster, 
vice-president; W. A. Chapman, retired, 
Evanston, second vice-president; Holger 
de Roode, Chicago, secretary, and W. J. 
Sonnen, Chicago, treasurer. Clarke J. 
Munn was the retiring president. 
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DISCUSS AGENTS’ BILL 





Committee on Qualification Act in 
New Jersey Holds Luncheon- 
Meeting in Newark 


A special luncheon-meeting of the 
committee in charge of the agents’ and 
brokers’ qualification bills of the New 
Jersey Association of Underwriters, of 
which Julius Klein is chairman, was held 
at the Down Town Club, Newark, on 
Monday, November 9, for the purpose 
of discussing the pros and cons of the 
act. According to reports slight changes 
were made. The bill, which was defeated 
the early part of this year by the New 
Jersey legislature, will according to re- 
ports become a law next year, if passed. 
Members of the New Jersey Association 
of Underwriters say that they have been 
assured of its passage as the modifica- 
tions requested have been made. 
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80 John Street, New York 


G. Z. DAY, Vice-President 


STATEMENT DECEMBER 31, 1930 


$1,000,000.00 
1,276,758.29 
235,530.00 
2,172,133.30 
4,684,421.59 
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McBRIDE WITH FIREMAN’S FUND 


Well-Known Marine Cargo Underwriter 

To Join New York Department To 

Handle Ocean Business 

Frederick B. McBride has been ap- 
pointed assistant manager of the Atlantic 
marine department in New York of the 
Fireman’s Fund group where he will be 
in charge of ocean marine underwriting 
for those companies, assisting Managet 
George Jordan. Mr. McBride, who 3s 
widely and favorably known as ati expe- 
rienced and capable underwriter, has 
been associated with the Insurance. .Com- 
pany of North America in its New York 
office, which is Platt, Fuller & Co. He 
will join the Fireman’s Fund in a few 
days. 





NEW ELECTRICAL COMMITTEE 





A. R. Small of N. F. P. A. Will Name 
Committee on Plug Fuses and 
Cutout Bases by December 1 
A. R. Small, manager of the Under- 
writers’ Laboratories in New York, and 
chairman of the electrical committee o 
the National Fire Protection Association, 
is seeking nominations for a special sub- 
committee of ten or twelve members t© 
consider the question of the permitte 
or required use of a new design of plug 
fuse and cutout base for the nationa 
electrical code standard O-30 ampere de- 
sign. The committee will also consider 
the question of circuit lay-out and loa 
limitation and any related matter. One 
half the membership of the new commit 
tee will be from the electrical comm 
tee. Informal nominations from commit 
tee members and alternates and from 
operating bodies should be received Y 
Mr. Small at 109 Leonard Strect, me 
York City, on or before November + 
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American Phenix Sustained In Right Of 
Appraisal Of N. Y. Hamburg Stock 


Appellate Division of State Supreme Court Affirms Lower Court © 
Decision; Contention That Reduction in Par Value and Capital 
Change Altered Preferential Position of Former General 


The decision of the Appellate Division 
of the New York Supreme Court in sus- 
taining the Supreme Court which held 
that the American Phenix Corporation is 
entitled to an appraisal of its holding 
of stock in the New York Hamburg Cor- 
poration is of wide interest because it 
involves the question of relative and ac- 
tual positions of holders of different 
classes of stock when capital changes are 
made. The appellate decision was with- 
out opinion. ; 

In this litigation the American Phenix 
Corporation contended that when the 
New York Hamburg Corporation re- 
duced the par value of the general stock 
held by the former from $50 a share to 
no par value its preferences as to liqui- 
dation rights and dividends might be ac- 
tually if not theoretically impaired. On 
the other hand, the New York Hamburg 
Corporation contended unsuccessfully 
that as both the general and manage- 
ment stock were changed alike and as 
there was no common stock outstand- 
ing the relative position of the old gen- 
eral stockholders was not altered and 
therefore the American Phenix was not 
entitled to an appraisal of stock. 

Citing reasons why it considered the 
reduction of par value as inimical to its 
investment in the New York Hamburg 
Corporation the American Phenix said 
that the change in par value would trans- 
fer a large sum of money from capital 
account to net surplus and this might be 
distributed as dividends on shares of 
both classes of stock while under the 
original arrangement the general shares 
were entitled to dividends before the 
management shares received any and the 
time might come when it would be im- 
possible to continue the payment of pre- 
ferred dividends. 

The American Phenix is willing, ac- 
cording to its counsel, to sell its general 
shares to the New York Hamburg at $50 
a share, the price paid originally, or take 
the price which an appraisal may show 
them to be worth. On the other hand, 
the American Phenix is willing to retain 
the stock if the action reducing the cap- 
ital of the New York Hamburg is re- 
scinded. 

Both Holding Companies 

The American Phenix is the holding 
company which owned the Reinsurance 
Corporation of America before the merg- 
er of the Reinsurance Corporation into 
the American Reserve. The New York 
Hamburg is a holding company organ- 
ized by the Mutzenbecher interests of 
Hamburg to hold stock of various com- 
panies in the United States. Last year 
the New York Hamburg sold to the Key- 
stone Holding Co. of Hammond, Ind., its 
stockholdings in the Security Life of 
America, Chicago, and in the Reinsur- 
ance Life, also of Chicago. Part of the 
Payment was taken in notes and the 
American Phenix contends that because 
of the large sum due on these notes its 
interests as a stockholder were not as 
well protected as previously. 

Both sides in this case were represent- 
ed by prominent counsel. Basil O’Con- 
nor of Roosevelt & O’Connor acted for 

the American Phenix and Leonard P. 





Stockholders; Brilliant Counsel on Both Sides 


Moore of Chadbourne, Stanchfield & 
Levy argued before the Appellate Divi- 
sion for the New York Hamburg. Gov- 
ernor Franklin D. Roosevelt of New 
York State is the Roosevelt of Roose- 
velt & O’Connor. 

When the New York Hamburg Corp. 
was formed 15,000 shares of management 
stock and 60,000 shares of the general 
stock were issued. The latter stock had 
preference on dividends up to $2.50, non- 
cumulative, and to $50 a share on distri- 
bution of capital assets. The manage- 
ment stock shared the same as the gen- 
eral stock up to the same amounts and 
thereafter any balances were payable to 
both classes of stock in amounts pro- 
portional to the relative number of 
shares of each class then outstanding. 

The capital of the New York Hamburg 
was reduced twice, first in December, 
1930, and again in March, 1931. By the 
change in capital stock the capital was 
reduced from $3,015,000 to $69,823. The 
notice sent to stockholders stated that 
there was to be no change in “the pres- 
ent relative rights of the general stock 
and the management stock, respectively, 
as to amounts payable in liqquidation, 
dividends, or otherwise.” 

The letter reaffirmed the fact that 
preferential or relative rights of stock- 
holders were not to be altered and that 
the funds transferred from capital to 
surplus were not to be distributed as 
dividends but were to be used as capital 
surplus to earn funds to be used as divi- 
dends. The American Phenix acted un- 
der Section 38, subdivision 12, of the 
Stock Corporation Law, which says that 
if the preferential rights of stockholders 
are altered a demand for payment may 
be made and appraisal of shares made. 

Questions Involved in Case 

The questions involved in the case as 
set forth in the brief of the New York 
Hamburg Corp. were as follows: 

“Unless the changes set forth in the 
new certificate singly or collectively al- 
tered ‘preferential rights’ (which means 
only relative rights) possessed by the 
general stock issued and outstanding at 
the time of the changes, this proceeding 
must fail. This depends upon the an- 
swers to the following questions: 

“1. Does the change of stock from par 
to no par value of itself affect prefer- 
ential rights ? 

“2. Does the change from a 5% pref- 
erential dividend on the $50 par value 
general stock to a $2.50 preferential divi- 
dend on the same stock when changed 
to no par value affect preferential rights ? 

“3. Does the change from a $50 prefer- 
ential payment on liquidation on the $50 
par value general stock to a similar pay- 
ment on the no par value general stock 
affect preferential rights? 

“4. Does the issuance of additional no 
par value general stock affect the pref- 
erential rights of issued and outstanding 
stock of the same class? 

“5. Does the reduction of capital from 
$3,015,000 to $69,823 alone alter prefer- 
ential rights of the general stock ?” 

Lower Court Decision 


The New York Supreme Court at Spe- 





cial Term, in granting the application of 
the American Phenix, urged, in support 
of its decision, (a) that new no par stock 
if sold for less than $50 per share might 
participate equally in future dividends 
and in assets upon dissolution with the 
old general stock issued for $50 per 
share, (b) that the fund arising from the 
reduction might be distributed as divi- 
dends, (c) that since the result of the 
alteration was not entirely clear, the 
wishes of the stockholder should control, 
and finally, (d) that petitioner might 
waive the objection that appellant failed 
to procure the votes of a sufficient num- 
ber of shares to authorize a change of 
preferential rights under Section 37, sub- 
division 3. 

The New York Hamburg argued as 
follows: 


“1, A right of appraisal exists only 
where the rights arising out of and fix- 
ing the position of one class (or series) 
of stock relatively to the position of an- 
other class (or series) of stock are al- 
tered. Since all of the rights of both the 
general and the management stock rel- 
ative to each other are exactly the same 
as they ever were, the motion was erro- 
neously granted. 

“2. The mere fact that the general 
stock, because it is now no par stock, 
may be igsued for less than $50 per 
share, its previous par value, does not 
alter any of its preferential rights within 
the meaning of the statute. 

“3. The fund arising from the reduc- 
tion of appellant’s capital stock consti- 
tutes ‘capital assets’ subject to distribu- 
tion, if at all, only in accordance with 
the provisions of the certificate of in- 
corporation and not as dividends. Since 
those provisions have in no way been 
changed, no preferential right is altered 
in this respect. 

“4. The certificate filed on March 25, 
1931. was not authorized by a vote of 
two-thirds of the general stock, and the 
affidavit constituting a part of the cer- 
tificate did not so state. Therefore if 
such certificate is construed to alter pref- 
erential rights, it is a nullity.” 


Defense of First Point 


On the first point the New York Ham- 
burg said. 

“The stock of the class held by the pe- 
titioner, namely, general stock, has been 
changed. The general stock is not now 
precisely what it was before March 25, 
1931. Appellant concedes this. That, 
however, is not enough to support the 
petitioner’s motion. To support that mo- 
tion it is essential that the changes made 
in the general stock on March 25, 1931, 
altered the ‘preferential rights’ of such 
stock. 

“Not all changes in a preferred stock 
change its preferential rights. The pref- 
erential rights of a preferred stock con- 
sist solely of the rights of such stock 
relatively to another class of stock. If 
preferred stock is altered intrinsically but 
not relatively to another class of stock, 
no change is made in its preferential 
rights. 

“Preferences are superiorities in re- 


spect of dividends or the division of as- 
sets. % 

“Section 11 of the Stock Corporation 
Law provides for the creation of pref- 
erences. Without at least two classes of 
stock preferences are impossible. Pref- 
erential rights, in turn, presuppose pref- 
erences. Consequently, preferential rights 
exist only where there are two or more 
classes of stock and flow exclusively from 
the relative rights of such classes. 

“The Court of Appeals has so held in 
two cases, namely, Matter of Dresser, 
247 N. Y. 553, and Matter of Silberkraus, 
250 N. Y. 242, in both of which the Court 
dealt expressly with Section 38 (12) of 
the Stock Corporation Law. * * * 

“All three opinions thus confirmed the 
Dresser case and the interpretation giv- 
en to it herein. The statement in Judge 
O’Brien’s opinion that the ‘abolition’ of 
a class of stock necessarily alters pref- 
erential rights is not controlling, since 
in fact the rights of the second preferred 
stock were altered relatively to the rights 
of the common stock. 

“The original rights of 
stock remain unchanged.” 

Points Raised by American Phenix 

Mr. O’Connor for the American Phe- 
nix asked the Appellate Division to af- 
firm the lower court decision and of- 
fered the following points: 

“1, All preferential rights of general 
stock have been altered and eliminated 
because general stock of the par value of 
$50 per share has been abolished. 

“2. A change in the preferential rights 
of one class of stock relatively to the 
preferential rights of another class of 
stock is not essential for an appraisal 
under Section 38 (12) of the Stock Cor- 
poration Law. However, the ‘relative’ 
rights of the general and management 
stock were changed. 

“3. Assuming that general stock of the 
par value of $50 per share has not been 
abolished, its preferential right to re- 
ceive $50 per share on dissolution has 
been altered because appellant may de- 
clare dividends out of the surplus created 
by the reduction in capital. 

“4. Assuming that general stock of the 
par value of $50 per share has not been 
abolished, its preferential right to re- 
ceive $50 per share on dissolution has 
been altered because general stock, for- 
merly of the par value of $50 per share 
and now of no par value, may be sold 
for such consideration as may be fixed 
by the directors of appellant. 

“5. It is no defense to this application 
that the certificate filed on March 25, 
1931, was not authorized by a vote of 
two-thirds of the general stock. Nor 
does it follow that if such certificate is 
construed to alter preferential rights, it 
is a nullity.” 

Preferential Rights Altered 

On the first point the American Phenix 
contended as follows: 

“Since the filing of the certificate of 
amendment there is only one kind of 
general stock and that is general stock 
of no par value. General stock of the 


the general 


par value of $50 per share, such as pe- 
tioner owned, no longer exists—and if 
the stock no longer exists its preferen- 
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tial rights cannot exist. To be sure, the 
new general stock of no par value may 
have some preferential rights and some 
of those preferential rights may be sim- 
ilar to or identical with some of the 
preferential rights which formerly at- 
tached to the old general stock of the 
par value of $50 per share, but any such 
preferential rights of the general stock 
without par value were created and at- 
tached thereto simultaneously with the 
creation of said general stock without 
par value, and not before. The prefer- 
ential rights cannot survive the old gen- 
eral stock which was abolished by being 


changed into new general stock of no 
par value.’ 
Mr. O’Connor also quoted from the 


Silberkraus decision in which O’Brien, 
J. said as follows: “The only prefer- 
ence of the second preferred consisted 
in a right, equal with the first preferred, 
to payme nt at par upon distribution of 
assets.” Continuing, Mr. O’Connor said: 
“Inasmuch as the old general stock of 
the par value of $50 has been abolished, 
it follows as a matter of course that all 
preferential rights attached to it have 
been abolished. And ‘abolition is altera- 
tton”” 

Continuing the brief of the American 
Phenix said in part: 

Point II 


“Appellant, under ‘Point I’ of its brief, 
seeks to restrict the term ‘preferential 
rights’ as used in section 38, subdivision 
12 of the Stock Corporation Law to the 
rights of a preferred stock relatively to 
the rights of another class of stock. Con- 
sequently, appellant contends that pref- 
erential rights of a class of stock cannot 
be altered to warrant an appraisal un- 
der section 38 (12) unless those rights 
are altered in their relation to another 
class of stock. 

“Assuming for the moment that ap- 
pellant is correct in this contention, the 
preferential rights of general stock have 
been altered relatively to the rights of 
management stock. Petitioner is not 
concerned with whether or not a ‘formu- 
la” merely enunciating that certain spe- 
cific amounts shall be paid to each stock- 
holder by way of dividends or on disso- 
lution, remains unchanged, but is con- 
cerned with the many and valuable sub- 
stantive rights the holder of old gener ral 
stock possessed which placed him in a 
preferred position with respect to the 
holder of management stock, and which 
were subsequently altered by the certifi- 
cate of amendment. 

“The substitution of general stock 
without par value for general stock with 
a par value of $50, coupled with a reduc- 
tion of capital from $3,015,000 to $69,823, 
changes almost every characteristic of 
the stock and all of its rights, preferen- 
tial and otherwise, other than possibly 
the right to vote. The reduction of cap- 
ital turned approximately $3,000,000 of 
the previous capital fund into capital 
surplus, and the purpose of the creation 
of the capital surplus was ‘to make 
available for dividends all net earnings 
and income.’ 

“That purpose clearly shows how the 
preferential rights of general stock in 
relation to the rights of management 
stock have been altered. General stock 
is preferred over management stock in 
the receipt of dividends and in distribu- 
tion of assets. On distribution of assets, 
general stock is to receive $50 per share 
before management stock receives any- 
thing. If and when the holders of gen- 
eral stock have been paid $50 per share, 
holders of management stock are then 
entitled to $50 per share. 

Hypothetical Case 

“With the above facts in mind, a sim- 
ple hypothetical situation will show how 
the preferential rights of the general 
stock relatively to the management stock 
have been altered by the certificate of 
amendment. Let us suppose that over 
the course of a number of years appel- 
lant’s capital surplus has been substan- 
tially reduced by its use to repair capi- 
tal, or otherwise. Let us further sup- 
pose that in a particular year appellant’s 
earnings have been enough to pay divi- 
dends to the holders of all the shares of 
general stock and management stock, but 


appellant’s capital has again become im- 
paired. 

“In such a situation appellant could 
and presumably would use the capital 
surplus to repair the impairment of capi- 
tal and distribute the earnings as divi- 
dends. Thus both general and manage- 
ment stock would receive dividends. Now 
let us suppose that before there are new 
earnings appellant decides to make a dis- 
tribution of assets. With capital reduced 
by the certificate of amendment and the 
capital surplus substantially impaired 
there would not be enough to pay each 
share of general stock $50. The net re- 
sult is that the dividends, which the 
management stock received and which it 
would not have received before the cap- 
ital was reduced, should have gone to 
the general stock on distribution of as- 
sets in order to make the $50 ner share 
payment. Before the certificate of 
amendment was filed general stock 
would have received on dissolution that 
money which was paid to management 
stock as dividends. General stock had a 
right to it by virtue of its preference.” 

Point III 


“Prior to the last meeting of the stock- 
holders of appellant its capital was $3,- 
015,000, consisting of $3,000,000 for 60,000 
shares of general stock of the par value 
of $50 a share and 15,000 shares of man- 
agement stock of no par value to which 
was allocated a value of $1 a share. By 
the action taken at the last stockholders’ 
meeting $2,945,177 of capital was arbi- 
trarily eliminated and put into surplus so 
that its capital now is only $69,823, con- 
sisting of $1 for each share of outstand- 
ing general stock and management stock. 
By one fell swoop, therefore, the out- 
standing general stockholders have wit- 
nessed $2,945,177 of the money which 
they paid in as capital and which they 
had a right to expect would be kept un- 
impaired transferred to surplus account 
from which either directly or indirectly 
dividends may be paid not only on gen- 
eral stock but on management stock. 

“Under appellant’s certificate of in- 


Favag Trial Sure to 
Arouse Much Interest 


MAY COVER SEVERAL MONTHS 


Frankfort General Collapse Will Lead to 
Story of German Insurance Con- 
ditions Prior to 1929 


In August, 1929, or one of Germany’s 
leading insurance concerns, the Frank- 
fort General of Frankfort, better known 
as the “Favag,” collapsed and at once all 
kinds of rumors about unsavory condi- 
tions, which had existed for years before 
the actual breakdown, circulated. Now, 
over two years after the event, on Oc- 
tober 15, 1931, the trial started and the 
court will pass on the guilt and penalty 
of those held responsible for the event. 
The preparation of the case has taken a 
large amount of time due to the vastness 
and intricacy of the material which had 
to be thoroughly sifted by the prosecut- 
or’s office before the case was ready for 
trial. The trial itself is expected to last 
several months because the number of 
witnesses and experts to be examined by 
the court is very large. 

The party held chiefly responsible for 
the measures leading to the collapse of 
the Favag, General Manager Paul 





corporation and by-laws and under the 
laws of the State of New York appellant 
now has the legal right to distribute by 
way of dividends all of the capital taken 
from general stockholders and put into 
surplus account so long as the value of 
its assets remaining after the payment 
of such dividends shall be at least equal 
to the aggregate amount of its debts and 
liabilities, including its capital. The cap- 
ital of appellant, however, is now only 
$69,823. To that must be added an 
amount of the corporation’s assets equal 
to its liabilities, but anything over that 
amount may be declared by the direc- 
tors in dividends not only on general 
stock but on management stock.” 











ance business. 





course to pursue. 


problems. 





A Working Plan 


HEN he tackles a new problem, 

W the engineer depends on a 
“working plan” 

of a blue print, which shows him the 
essential details of the job. The local 
agent also needs a “working plan” to 


guide him in building up his insur- 


Sit down and ask yourself what kind 
of people live in your town, what their 
interests are, and what industries are 
carried on within its borders. 


Give a thought to your competitors 
and see what you can learn from them. 
All these and similar points must be 
weighed in order to determine the best 
The Halifax is well 
equipped to assist you with your sales 


in the form 






































Dumcke, died even before the collapse 
became a fact. Philip Becker, the per- 
son next in line for the responsibility 
for the event, has been seriously ill for 
months and the condition of his health 
prevents his being tried at this time. It 
is uncertain when he will be able to 
stand trial. 

The material to be submitted is not 
only vast, but of such intricacy that the 
public will be unable to follow the pro- 
ceedings easily. The purifying conse. 
quences which might have been expected 
from this process have been weakened 
by the long time elapsing between the 
event itself and the beginning of the 
trial. The past two years have been so 
full of important events in Germany that 
the Favag case has lost much of its ac- 
tuality. 

Interesting Disclosures Expected 

During the proceedings there will from 
time to time be made statements and 
disclosures by witnesses and _ experts 
which will lead to immediate discussions 
in the insurance press. It has been stat- 
ed in an interview given on October 29, 
1929, by Dr. Schmitt, general manager 
of the Allianz at Berlin, Germany’s and 
probably the Continent’s largest insur- 
ance group, that the events and condi- 
tions disclosed by the collapse of the 
Frankfurt do not form the basis for any 
generalizations as far as German private 
insurance was concerned, and should not 
be used to that end. 

Since the beginning of the trial one 
of the witnesses, Mr. Walther, has made 
statements which have at once led to 
discussions and declarations in the press. 
Walther has stated that it was quite cus- 
tomary in the insurance business to allow 
large bonuses to the board members in 
special transactions; that far higher 
bonuses have been paid by other insur- 
ance companies to board members than 
those allowed by the Frankforter on 
criticised occasions and that only quite 
recently a leading man in one of the 
largest German insurance concerns had 
received a special bonus to the tune of 
one million dollars. 

Dr. Schmitt now states that the wit- 
ness formerly held an important position 
in a smaller German insurance company 
but that he left that company years ago 
and has not since held a position as 
board member of any German insurance 
company. Dr. Schmitt denies the state- 
ments made by Walthér® It is stated by 
Dr. Schmitt that it was not customary 
in the insurance business to make spe- 
cial allowances and bonus payments to 
board and administration members. be- 
yond those contractually — stipulated, 
whatever the special occasions may be. 
It is further stated by Dr. Schmitt that 
the Allianz has participated in over a 
dozen fusions and similar transactions, 
like increases in capitalization, but that 
he never received any special considera- 
tion either by the Allianz or any other 
company for which he acted. 





CAROLINAS’ INSURANCE DAYS 


Excellent Array of Speakers Will Par- 
ticipate in Two Day Program Next 
Week at Charlotte 
The program for the Carolinas’ Insur- 
ance Days, November 17-18, at Char- 
lotte, N. C., contains a number of lead- 
ing figures in the insurance world in ad- 
dition to Merle Thorpe, editor of Na- 
tion’s Business, who will speak at the 
banquet next Tuesday evening. Others 
on the program include T. Alfred Flem- 
ing of the National Board of Fire Un- 
derwriters, United States Manager Ed- 
ward C. Stone of the Employers’ Lia- 
bility, President Julian Price of the Jcf- 
ferson Standard Life, Vice-President 
Oliver Thurman of the Mutual Benefit of 























Newark; James L..Case of Norwich, 
Conn.; Henry Swift Ives of the Asso- 
ciation of Casualty & Surety Executives; 
Managing Director Roger B. Hull of the 
pee Association of Life Underwrit- 

s; President Elbert Storer of the same 
pe oy and Assistant Secretary Al- 
bert E. N. Gray of the Prudential. 

The Insurance Federations of North 
and South Carolina and the Chamber of 
Commerce of Charlotte are co-operating 
in this two-day insurance celebration. 
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When he crashes the 
front page - 


will his victims be insured 
against loss if they are 
your clients ? 











The AMERICA FORE surance Companies 


THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FIRE INSURANCE COMPANY NIAGARA FiRE INSURANCE COMPANY 








AMERICAN EAGLE Fire INSURANCE COMPANY FIRST AMERICAN FirE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ERNEST STURM, Chairman of the Boards 


; ; aad PAUL L. HAID. President a Ne Ww Yo rk N. 5 A 
Eig hty Maiden Lane, THE FiDELITY AND CASUALTY ComPANY : 
: ERNEST STURM. Chairinan of the Board 
WADE FETZER. Vice Chairman e 


PAUL L. HAID. President 
NEW YORK CHICAGO. 


ZATLANTA = ~~ DALLAS _. MONTREAL 
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Three Vice-Presidents 
Of Firemen’s Retire 


KAY, BASSETT AND HASSINGER 





Secretary John R. Cooney Coming From 
Pacific Coast to bea Vice-President; 
Other Promotions Made 





Three vice-presidents of the Firemen’s 
of Newark, John Kay, Albert H. Has- 
singer and Wells T. Bassett have re- 
tired from active service at their own 
request, President Neal Bassett an- 
nounced this week, and at the same time 
several promotions were made. Secre- 
tary John R. Cooney, now attached to the 
Pacific Department, is advanced to the 
position of vice-president and will come 
to Newark as soon as he can arrange his 
personal affairs and can be released by 
the San Francisco office. Mr. Cooney is 
well-known on the Pacific Coast and has 
been with the company for a number of 
years. 

“ It is understood that Charles W. 
Payne, now assistant treasurer, will be 
advanced to the position of treasurer, 
but that the duties of the treasurer have 
been somewhat rearranged and that he 
will devote himself largely to the com- 
pany’s investment needs. W. J. Schmidt, 
now a secretary of the company, will as- 
sume enlarged responsibilities in that he 
takes over some of the duties heretofore 
allocated to the treasurer. 

Sullivan Goes to Coast 

Assistant Secretary Fred W. Sullivan, 
heretofore attached to the Chicago office, 
has been advanced to the position of sec- 
retary, and will remove to the Pacific 
Department at San Francisco to assume 
the position heretofore filled by Mr. 
Cooney. Lloyd W. Brown, now Illinois 
state agent, is advanced to the position 
of assistant secretary attached to the 
Western Department at Chicago, to take 
the place made vacant through transfer- 
ance of Mr. Sullivan to San Francisco. 

Vice-Presidents Kay, Hassinger cand 
3assett requested the finance committee 
of the Firemen’s at its July meeting this 
year for permission to retire before the 
close of 1931. Each has been with the 
company for many years and rendered 
valuable service. At the meeting of the 
board of directors on November 9 these 
requests were approved. Speaking of the 
retiring vice-presidents President Bas- 
sett said this week: 

“They were the recipients of expres- 
sions of regret from the board and its 
members, and expressed to the board and 
its members very sincere appreciation of 
the consideration granted. In granting 
the requests for retirement the Firemen’s 
made it a condition that each of the re- 
tiring members should serve the company 
if and when called upon to do so. It is 
understood that they will maintain offices 
with the company in order that their 
long years of experience and their inti- 
mate knowledge of the affairs of the 
company may be available for the bene- 
fit of the board of directors and the of- 
ficers.” 





PHILADELPHIA BROKER SHOT 

Francis A. Donaldson, 3d, of Philadel- 
phia, who was shot and killed Monday 
night in that city it is alleged by Edward 
H. B. Allen, also of Philadelphia, be- 
cause of the former’s attentions to Mr. 
Allen’s sister, was a,member of the in- 
surance brokerage firm of Francis A. 
Donaldson & Co. This is one of the old- 
est Philadelphia insurance houses. The 
dead man was 23 years old and the son 
of Francis A. Donaldson, Jr., head of 
the firm. 





APPROVE PITTSBURGH MERGER 

Stockholders of the Globe of America 
of Pittsburgh and the Republic Fire of 
Pittsburgh this week approved the 
plans to merge the two companies, sub- 
ject to the further approval of the Penn- 
Sylvania Insurance Department. The 
consolidated company will be known as 
the Globe & Republic Insurance Co. of 
America. Both the old companies were 
members of the Corroon & Reynolds 
fleet and the new company will be also. 


PEOPLES FIRE TO LIQUIDATE 





Reinsures Risks With Fidelity & Guar- 
anty Fire of Baltimore; Was Years 
in Business 
_ The Peoples Fire of Maryland has re- 
insured its direct business in the Fidel- 
ity & Guaranty Fire of Baltimore and 
will liquidate. The home office of the 
Peoples is in Frederick, Md., and the 
executive office in Baltimore. The Fi- 
delity & Guaranty Fire is taking over 
the agency plant of the Peoples and will 
continue to operate it, issuing policies in 
the name of the Peoples Underwriters 
Department of the Fidelity & Guaranty 

Fire Corp. 

The Peoples was organized in 1907 and 
operated until 1929, doing a small busi- 
ness with the capital of $100,000. In 
1927 a financial group in Baltimore, 
headed by Poor & Alexander, Inc., in- 
surance agents, secured control of the 
company and in 1929 increased the capi- 
tal to $200,000 and added to the net sur- 
plus. Since then the company enlarged 
its business and last year wrote net pre- 
miums of $589,000. The company’s last 
annual statement showed a net surplus 
of $201,000. 





R. D. CONSTABLE’S NEW POST 





Special Agent of Fireman’s. Fund Group 
for Central New York; Veteran 
Fieldman 


Charles C. Hannah, manager of the 
Eastern department of the Fireman’s 
Fund, Home Fire & Marine and Occi- 
dental insurance companies announces 
the appointment of Robert D. Consta- 
ble as special agent of those companies 
in central New York. Mr. Constable has 
been associated for a number of years 
in the New York territory with a large 
group of companies and is well qualified 
by experience, knowledge and ability to 
take up his new duties. 

His headquarters will be at 608 Cahill 
Building, Syracuse, where he will be as- 
sociated with Special Agent Frederick R. 
Campbell and the Syracuse service office 
of the Fireman’s Fund group. 


SEEK CONTROL OF AERO CORP. 





Offer of $12.50 a Share Made to Stock- 
holders of Barber & Baldwin 
Management Unit 
Stockholders of the Aero Underwrit- 
ers’ Corp. of New York have received an 
offer for controlling interest of the com- 
pany of $12.50 a share from an un- 
named source, providing 72,000 shares of 
the company can be secured at that price. 
There are 136,355 shares outstanding. 
Paine, Webber Co., New York stock 
brokers, are handling the deal. The Aero 
Underwriters was organized by Barber 
& Baldwin interests several vears ago. It 
owns the Aero Insurance Co., Aero In- 
demnity, Aero Engineering & Advisory 
Service, Inc., and Barber & Baldwin, Inc. 





FIRE EXAMINERS MEET 


Thomas B. Donaldson, associate man- 
ager of the Eagle Fire of Newark and 
former insurance commissioner of Penn- 
sylvania, was the principal speaker at the 
meeting last evening at Willard’s Res- 
taurant in New York of the Fire Insur- 
ance Examiners’ Association. He spoke 
on what the reinsurance reserve of a fire 
company is and also on the effect which 
depreciation in the value of securities has 
on the surplus of a company. Other 
speakers were the chief engineer and the 
chief chemist of Henry Klein & Co. of 
Elmhurst, L. I.. producers of “Flaimpruf” 
wood. They spoke about the fire re- 
sistive qualities of wood. 





OUALIFICATION LAW UPHELD 

The Illinois agents’ qualification law 
has been declared constitutional by At- 
torney General Oscar E, Carlstrom in an 
opinion to Insurance Superintendent 
Harry W. Hanson. Section 21 of the act, 
however, which makes an appropriation 
for the administration of the law, was de- 
clared invalid by Mr. Carlstrom. How- 
ever, this situation does not nullify the 
entire act and the attorney general says 
that in his oninion there seems to be no 
reason why the provisions of the entire 
act cannot be effectuated without Sec- 
tion 21. 








The 


London & Lancashire Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Law Union & Rock Insurance Co., Ltd. 


OF LONDON, ENGLAND 





Orient Insurance Company 


OF HARTFORD, CONN. 





Safeguard Insurance Company 


OF NEW YORK 





Eastern Department 
Hartford, Conn. 








Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 
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WM. B. GOODWIN RETIRES 





Secretary of World Fire & Marine Wa; 
With Aetna (Fire) Organization for 
Thirty-six Years 
After thirty-six years’ service, divided 
between the field and the home office 
William B. Goodwin, secretary of the 
World Fire & Marine, a subsidiary of 
the Aetna (Fire) of Hartford, has re. 
tired from active duty and will devote 

his time to research and civic work, 

Mr. Goodwin, a native of Hartford, 
spent a year at Trinity College and three 
years at Yale College. In 1888 he went 
West and began his business career with 
the Merchants’ National Bank of Kan- 
sas City, Mo. Seven years later the 
Aetna appointed him as a local agent at 
Seattle, Wash., and shortly thereafter he 
became a member of the Pacific depart- 
ment branch at San Francisco. In 1904 
he was transferred from that office to the 
Cincinnati department for Ohio and 
West Virginia, first as special agent and 
later as state agent. Here he remained 
until 1923 when he was called to the 
home office at Hartford to become sec- 
retary of the newly organized Aetna sub- 
sidiary, the World Fire & Marine. 

While in Ohio as state agent for the 
Aetna, Mr. Goodwin was active in or- 
ganizing the field forces of the compa- 
nies in the various states on fire pre- 
vention in connection with the National 
Fire Protection Association. Utilizing 
this same organization of fieldmen he 
formulated in 1916 a plan for the active 
participation of the fire insurance com- 
panies in the United States to assist the 
government at Washington. These plans 
were adopted when the United States 
entered the World War, 





BOSTON BOARD MEETS 
S. B. Reed Elected President; Other Off- 


cers and Committee Members Chosen 
at Annual Gathering 


Samuel B. Reed was this week elected 
president of the Boston Board of Fire 
Underwriters, Inc., at the annual meet- 
ing in Boston. The other officers are: 
vice-president, John J. Cornish of Field 

Cowles ; secretary-treasurer, James 
Davis; manager, William Winkley; as- 
sistant manager, Isaac Osgood. The fdl- 
lowing are members of the committees: 

Executive Committee—Andrew S. Nelson of 
Kaler, Carney, Liffler & Co.; Kenneth H. Er 
skine, Liverpool & London & Globe; Charles 
W. Gould of Emery Insurance Agency Co.; 
Willard C. Hill of Elmer A. Lord & Co., and 
Lowell D. MacNutt, vice-president of John 
Paulding Meade Co. 

Advisory Committee.—Boston Insurance Co., 
Middlesex Mutual Fire and John J. Cornish. 

Brokers’ Committee—John W. Gahan, vice: 
president of Wm. A. Hamilton Co.; Harry W. 
Gilman of Kimball Gilman & Co.; Robert A 
Sullivan of Hinckley & Woods. 

Handbook Committee.—Alexander 
Russell, Fairfield & Ellis. 


Ellis of 





PENNSYLVANIA FIRE FIGURES 

The Pennsylvania Fire of the North 
British & Mercantile group on October 
1, 1931, had admitted assets of $15,488: 
305 including capital of $1,000,000 and 4 
large net surplus of $6,428,688. The uw 
earned premium reserve was $7,230,705 
In view of the low prices of securities 
the nation’s financial markets on Octo 
ber 1 and of the decreased premium 1 
come this year the Pennsylvania’s state: 
ment is very good. The assets <cclined 
about $1,400,000 since January | and the 
net surplus dropped around $600,()00. The 
company enjoys a high reputation and 
under excellent management. 





AMERICAN CHANGES IN WEST 


In the future all Indiana business ©! 
the American of Newark will be supe™ 
vised by James A. Bawden, and Charles 
J. Richmond, state agents, assisted bi 
C. R. Dobbins as special agent for th 
territory. Lon D. McConnell, former 
farm state agent for the American, 
retired to enter the independent adjus 
ment field. Fred Miller, formerly * 


sisting Mr. McConnell, has resigned w" 


plans to be announced later. 
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Exchange Adopts 
Two Amendments 


ALSO THREE RULE CHANGES 





All Companies in Fleet Must Be Mem- 
bers; Cannot Combine Head and 
Branch Offices 





The New York Fire Insurance Ex- 
change took action on several important 
matters at the monthly meeting Wednes- 
day in the New York Board room of 
the National Board Building. Every 
seat in this large room was filled and 
the standing space well occupied. Two 
amendments to the Exchange agreement 
were adopted as follows: 

“1, No member shall represent any 
company unless all companies owned 
and/or controlled and/or operated by the 
same interests and doing business in the 
Exchange territory shall be members 
and/or signatory to the agreement. 

“2. No head office, i. e., metropolitan 
department or agency shall be or con- 
tinue to be conducted in fact or in form 
in any branch office or agency permitted 
by Section 18.” 

The second amendment means that no 
branch office in uptown Manhattan or 
agency for Brooklyn shall act as a lim- 
ited district office for one company and 
as a metropolitan department or metro- 
politan agency for another. 

Changes in the Rules 

The following changes in the Exchange 
rules were adopted: 

New rule and form on buildings in 
course of construction, automatic binder 
and/or reporting form with certain 
clauses mandatory including the 100% 
Average or coinsurance clause. 

Provision permitting refrigerating ap- 
paratus and equipment in ice manufac- 
turing risks when a part of the realty 
to be included is a part of and covered 
with the building and at the building 
rate. 

_Changes in rule on multiple location 
risks changing the minimum number of 
locations from two’ to five, permitting 
piers, wharves and public warehouses to 
be considered as qualified locations and 
providing that underlying policies must 
be written within thirty days of the is- 
sue of the original policy, and for the 
appointment of a special committee of 
three on rates and rating methods for 
the writing of multiple location risk poli- 
cles and floaters. 

William I. Armand of 111 John Street 
was elected a member of the Exchange 
. — for the Central Union of Hart- 

ord. 

A memorial on the late Warren F. 
Goodwin, veteran New York City local 
agent and vice-president of the Ex- 
change, was adopted. The memorial ex- 
pressed the members’ appreciation of his 
valuable committee work and his long, 
untiring and unselfish service to the Ex- 
change and praised his sound judgment 
and integrity. 





DEATH OF W. HUGH HUNTER 


W. Hugh Hunter of Dallas, manager 
of the Texas department of the Com- 
mercial Union Assurance, and some of 
its affiliated companies, died suddenly 
Saturday night at Dallas from heart 
trouble from which he had been suffer- 
Ing for some time. He is survived by 
his widow and two sons. Mr. Hunter 
was born in Columbia, S. C., in 1879 and 
after experience with Trezevant & 
Ochran, general agents at Dallas, and 
the Hartford Fire he became manager 


- ~ Commercial Union department in 





H. P. BLANCHARD TO RETIRE 

H. P. Blanchard, secretary of the Fire- 
gh Fund, Home Fire & Marine and 
the Occidental of San Francisco, is retir- 
ing trom active service on December 1. 
= has been with the Fireman’s Fund 
: ce os and has served as underwriter, 
aco agent in the Far Western states, 
Peers secretary and secretary since 
ie a At the present time Mr. Blanchard 
Fi oe president of the Underwriters’ 

te Patrol of San Francisco. 





KENNEDY ON DEC. 31 VALUES 





President of Buffalo Says His Company 
Will Not Use the June 30 Figures; 
Points Out Dangers 


President Sidney R. Kennedy of the 
Buffalo Insurance Co. says that his com- 
pany will use the December 31 values 
of securities in fixing the assets of the 
company for the commissioners’ annual 
statement blank. He is opposed to the 
leniency granted by the commissioners to 
companies with respect to optional use of 
June 30 values and in this connection 


says: 

“Tf there is no material increase in 
security valuations between now and the 
end of the year, this ruling will permit 
any company which was solvent June 
30, but the net surplus of which may 
have subsequently been greatly reduced 
or possibly entirely wiped out by the 
market depreciation of its securities, to 
remain in business in 1932 in an impaired 
or even insolvent condition. 

“The dangers incident to this plan are 
clearly pointed out by Col. Howard P. 
Dunham, the insurance commissioner of 
Connecticut, who was a member of the 
convention committee on valuation of se- 


curities, in his dissenting report. 
“Presumably the convention was actu- 
ated by the belief that security valua- 
tions, which are concededly very low at 
present, are quite certain to recover. 
Such is our own hope and expectation, 
but exactly the reverse may happen, and 


we would not consider it proper to make’ 


an annual statement based merely on 
hope and expectation. 

“We shall therefore not avail ourselves 
of the privilege of using June 30 values 
in our annual statement, but we shall 
use market values as of December 31, 
representing our actual condition at that 
time.” 














your customers 
pay future “bills” 








IRE! Business stops! But taxes 

go on. So do the salaries of 

executives under contract. There are 

other fixed charges common to 

many businesses. And they all cost 

money—even when current income 
ceases! 

Of course you have supplied your 
customers with fire insurance. That 
will help replace buildings, equip- 
ment, materials. Yet perhaps some 
of them have neglected “Use and 
Occupancy” protection. 

This policy is of importance to 
all business men—be they manufac- 
turers or retailers. It offers an un- 
usually liberal coverage of special 
importance in times like these 
when keen competition makes it 
doubly hard to start a new business. 

Broadly speaking, it will reim- 
burse for the loss of net profits 


which follows idleness caused by fire. 
It insures against fixed charges 
such as those mentioned. It permits 
a large employer to maintain his 
key organization. 
It provides money for necessary 


expenses—other than rebuilding. 


costs covered by fire insurance— 
during the period of inoperation. It 
permits the business man to get a 
fresh start without seriously deplet- 
ing surplus and reserves. 

And that is invaluable assistance 

7 5A Tv 

Have you given your customers all the 
facts on this policy issued by the 
Agricultural—the company that has 
specialized in property insurance for 
nearly eighty years? Are there any 
questions in your own mind? If so, a 
company representative will be glad to 
discuss them with you. 


icultaral “Wimpire State 


JI _§nyurance Company, 
of Watertown. RY. 


THESE AGRICULTURAL AND EMPIRE STATE POLICIES ARE AVAILABLE TO ALL PURCHASERS ° Fire 
Windstorm 


Use and Occupancy Rent and Leasehold 





Insurance Company,” 
of Watertown, 1,4. 


Aircraft Damage Sprinkler Leakage 






Parcel Post * 
Explosion and Riot 


Automobile * Marine 
and other property coverages. 
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Your Collections 


How Are They? 


Could you make good use of 
a few new ideas on the sub- 
jects of Credit and Collec- 
tions? You'll find them in a 
new booklet, the second in our 
series on various phases of the 


agency business. 


It tells when you should ex- 
tend credit and how. It sug- 
gests ways of collecting over- 
due premiums. It recommends 
methods which will prevent 
such a large percentage of 
your clients lagging behind in 
savin their premiums. In 
other words, it fulfills its pur- 
pose, in accordance with our 
policy of helping agents help 
themselves, by making sen- 
sible, workable suggestions for 


local agents. 


Won’t you send, now, for 
your copy of “Credit and Col- 


lections”? Just clip out this 


advertisement and pin it to 
your business card or letter- 
head. 


The 
LONDON 
ASSURANCE 


Corporation 


150 William St., New York 


Tested by Fires of 


Three Centuries 














Agreement On Overlapping 


(Continued from Page 1) 


insurance for marine underwriting. 
Where goods shipped on consignment for 
sale or storage were not the subject of 
import or export trade but were rather 
subject to domestic trade, then the fire 
committee suggested a rule for guidance 
of all underwriters; namely, that such 
goods subject to domestic trade, so 
shipped on consignment sale or distribu- 
tion, were matters for marine underwrit- 
ers, but that the marine underwriters’ in- 
surable interest must cease thirty days 
after the goods arrived at destination. 
That period of thirty days to be the ar- 
bitrary period within which persons in- 
terested in the goods could obtain in- 
surance elsewhere and that at the end 
of the thirty days would be the time 
when the fire or the marine underwriters 
would become interested. 

Goods Not Shipped On Consignment 

The next topic discussed was that of 
goods not the subject of export or im- 
port trade but of domestic trade, though 
not shipped on consignment. For ex- 
ample, a man having a factory in New 
York ships some of his goods to Augusta, 
Ga., for distribution from his warehouse 
there. At this hearing the question at 
issue was how long these goods so 
shipped would be at rest before they 
lost their characteristic of being “inci- 
dental to transit.” 

Again, it appeared to be the sense of 
the committee that a ruling of interpre- 
tation using the time element as a guide 
would be doubtless invoked. 

Customers’ Goods and Garment Floater 

Two other points of difference not dis- 
cussed on Thursday of last week, but 
which will be discussed at a joint meet- 
ing November 18, were the question of 
customers’ goods in the hands of bailee, 
and the garment manufacturer’s floater 
policy. 

The result of the meeting appeared 
to be effective with the possibility of fur- 
ther progressive steps to be taken which 
will fix definitely in the minds of under- 
writers what specific coverages fall with- 
in marine and what fall within fire and 
casualty. 

The Background 

The background of the 
meetings follows: 

The marine companies are not subject 
to rate regulations. Casualty and _ fire 
companies are. Section 150 of the In- 
surance Law attempts to define what 
marine writing powers are, but in the 


committee 


application of Section 150 marine com- 
panies have extended their writing pow- 
ers over into fields of insurance and 
into specific coverages which fire and 
casualty companies claim belong to them. 

On the other hand, fire companies with 
marine writing powers can easily put a 
particular policy in their marine depart- 
ment if they find they are meeting with 
marine competition which the Depart- 
ment says has the effect of lowering the 
rates. Under the statute there is no 
such thing as a rate violation by a rate 
cut in marine insurance. It is not made 
subject of allegation that marine com- 
panies have extended their writing 
powers with a view to accomplishing rate 
cuts or with a view to avoiding rate su- 
pervision. The claim of marine interests 
is that in the growth and development 
of the business they have educated the 
public to want an all risk policy. Fire 
and casualty companies think the break 
is against them in the insurance code. 
The language of Section 150 upon which 
marine underwriting depends has in it 
the words “incidental to transit.” 

The point is when do goods in the 
course of being transported cease to be 
exposed to the hazards of transporta- 
tion? When goods rest in a storage 
warehouse and then after a few hours 
go out again, are they at rest in transit? 
A marine company would say “Yes.” 
There are many angles to the situation, 
such as goods going to rest at a place 
where they are manufactured, the shape 
changing, such as garment making. Are 
such goods in transit ? One coverage 
now used is called “garment manufac- 
turer’s floater policy.” Is the writing of 
such a policy the exercise of marine writ- 
ing power? 

It is obvious there is a lack of under- 
standing among marine, fire and casualty 
underwriters as to where marine writing 
stops and fire and casualty underwriting 
begins. Thus, there is overlapping. 

Following the statement by Superin- 
tendent Van Schaick relative to rate 
violations it was decided the dine 
should be clarified, and at the Superin- 
tendent’s request the fire. casualty and 
marine companies formed committees to 
consider the subject of overlapping, and 
hearings have been held with representa- 
tives of the Insurance Department. The 
Department is on hand in ex-officio ca- 
pacity to observe and encourage commit- 
tee co-operation. 





JOINS NATIONAL ASS’N 





J. Benton Miller Becomes Special As- 
sistant to Walter H. Bennett at 
Agents’ Headquarters 
J. Benton Miller has joined the head- 
quarters organization of the National 
Association of Insurance Agents as spe- 
cial assistant to Secretary-Counsel Wal- 
ter H. Bennett. Mr. Miiler is a native 
of New Jersey but has spent most of his 
life in Philadelphia. He was attending 
the University of Pennsylvania at the be- 
ginning of the war when he joined the 
Naval Aviation Service. Since then he 
has devoted his time to salesmanship. 
Mr. Miller has been associated with 
the Gulf Refining Co., National Vulcan- 
ized Fibre Co. of Wilmington, the Fiat 
Metal Manufacturing Co., metal build- 
ing specialists of Chicago, in its New 
York office, and was New York sales 
representative of MacDonald Brothers, 
Inc., an industrial engineering firm of 
Boston. He is 34 years old and a 
bachelor. He lives with his parents at 
Kew Gardens, Long Island. He has a 
pleasing personality and will be a valu- 
able addition to the National Associa- 

tion’s executive staff. 





AMERICAN NAT’L DIRECTORS 

The directors of the American Na- 
tional Fire of Columbus last week elected 
the following as directors to fill vacan- 
cies: Charles R. Street, vice-president of 
the Great American, Chicago, and Gerald 
D. Gregory, vice-president and secretary 
of the American National. 


NEW CORRESPONDENT HERE 





Clifton Blackmon Has Been With the 
Insurance Field in Louisville 
and Chicago 

Clifton Blackmon has taken charge of 
The Insurance Field’s news bureau at 
New York as associate editor, succeed- 
ing John M. Francis, who has resigned 
to go with the New York Journal of 
Commerce. Mr. Blackmon is a native 
of Dallas, where he attended both Téxas 
Christian College and Southern Metho- 
dist University. He completed his edu- 
cation at the Univ ersity of Missouri, spe- 
cializing in journalism, and immediately 
upon graduation joined the staff of the 
Dallas News. 

In that capacity he served several 
years as local correspondent for insur- 
ance news, and in June, 1929, joined The 
Insurance Field staff at the Louisville of- 
fice. Early last year he was transferred 
to the Chicago office as assistant editor 
under Associate Editor T. R. Weddell. 


GERMAN RIOT RATES 

The premiums for riot business in 
German cities in the English market have 
recently risen considerably. About twice 
the previous premium is being asked. The 
Office for the Supervision of Private In- 
surance claims that Lloyd’s London can- 
not write this business without the per- 
mission of the Office. The Office has 
started proceedings against some brok- 
erage firms in Germany which have 
placed this business with Lloyd’s with- 
out permit from the Office. 
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FAVOR THE WORLD COURT 





More Than Fifty Leaders in Fire Insur. 
ance Sign Petition for Favorable 
Action by U. S. Senate 
More than fifty leaders of the fire in- 
surance business in this country are 
among the 150 and more insurance ex- 
ecutives who have signed a petition to 
the U. S. Senate favoring the accession 
of the United States to the World Court 
at Geneva. Following are the names of 
the fire insurance supporters of such in- 

ternational co-operation: 

C. Weston Bailey, American of New- 
ark; A. D. Baker, Michigan Millers Mu- 
tual; E. L. Ballard, Merchants Fire; 
Robert A. Barbour, Berkshire Mutual 
Fire; Charles A. Bickerstaff, Atlanta 
Home Underwriters; R. A. Belknap, 
Trinity Fire; F. R. Bigelow, Mercury 
Fire; James W. Bollinger, Security Fire 
of Iowa; J. B. Branch, Providence Wash- 
ington; H. R. Bush, Dixie Fire; Hen- 
don Chubb, Federal Ins. Co.; Robert R. 
Clark, Caledonian-American; E. E. Cole, 
National Union Fire; T. E. Braniff, Pru- 
dential Fire of Oklahoma City. 

Douglas F. Cox, U. S. Merchants & 
Shippers; James E. Foster, National 
American Fire; John R. Gardner, Mer- 
chants Fire of Denver; Charles A. 
Georger, Buffalo Fire; John H. Griffin, 
Northwestern Fire & Marine; Paul L. 
Haid, America Fore; L. Harris, 
American Automobile Fire; John E. 
Hoffman, American & Foreign; G. C. 
House, Providence Washington; David 
Huguenin, Equitable Fire; Ralph B. 
Ives, Aetna Ins. Co.; Alfred F. James, 
Northwestern National. 

Edwin C. Jameson, Globe & Rutgers; 
Charles M. Kerr, Farmers Fire; F. W. 
Koeckert, Commercial Union Fire; H. 
L. Lawson, Old Dominion ery | Joseph 
L. Leffson, Merchants Fire of N. Y.; J. 
B. Levison, Fireman’s Fund; A. W. Me- 
Alister, George Washington Fire; Frank 
B. Martin, Seaboard Fire & Marine; C. 
V. Meserole, Bankers & Shippers; Fred- 
erick E. Nolting, Virginia Fire & Ma- 
rine; A. F. Pillet, Republic of Texas; C. 
A. L. Purmort, Central Manufacturers 
Mutual. 

N. L. Plotrowski, Great Lakes Fire; 
Gustavus Remak, Jr., Insurance Co. of 
the State of Pennsylvania; F. W. Sar- 
geant, New Hampshire Fire; H. G. Sei- 
bels, Birmingham Fire; Benton A. Sif- 
ford, California Union Fire; F. M. 
Smalley, Glens Falls; A. Page Smith, 
New York State Fire; H. B. Sparks, 
Millers Mutual Fire; Ernest Sturm, 
America Fore; William M. Tomlins, Jr. 
Brooklyn Fire; Robert Van Iderstine, 
American Equitable; William Y. Wem- 
ple, Hamburg-American; Gus. S. Wor- 
tham, American General. 





GEO. F. KERN PRESIDENT 





Well-Known Producer in New York 
City Heads Local Agents’ Ass’n Here; 
Succeeds Late W. F. Goodwin 

George F. Kern of Fuller & Kern was 
last Friday elected president of the Fire 
Insurance Agents’ Association of the 
City of New York to succeed the late 
Warren F, Goodwin, who had been pres! 
dent since the formation of the organ 
zation. Fuller & Kern are charter mem- 
bers of the association and stron: sup- 
porters of it. Mr. Kern was cha:rman 
of the first membership committee and 
later a member of the executive commit- 
tee. He was also chairman of the laws, 
rules and regulations committee and 0! 
the automobile insurance committee. He 
still remains a member of the commit 
tees ex-officio. 





CONSENT TO MORTGAGE CASE 


Where property was covered by twé 
fire policies by different companies, oné 
of which contained a clause against 
mortgaging the property without the con- 
sent of the insurance company, 4” a 
mortgage was given without the consent 
of that company, the Towa Supreme 
Court holds, Mosher v. Iowa Mut. Ins. 
Co., 235 N. W. 743, that the other com 
pany, which consented to the mortgagé 
was liable for the entire loss. 
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: LOYALTY GROUP 
t 
Pe 
- TRUE OPTIMISM 
ss True Optimism ts Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions: 
ew- Faith in Yourself: Faith in the Present; and Faith in the Future. 
fu- False Optimism is Hope based on Desire. 
na Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
nee ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 
1ap, History, that Just Judge of Humanity. reads the record and inexorably records the verdict. 
ury The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
a that False Optimism cannot last because of its unsound foundation: and that Pessimism cannot prevail. but 
= must ever fail because of its inherent untruth and viciousness. 
R. History records that the world progressed. and was in every way better and more prosperous in the year 
ole, 100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
‘ru- more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.. and History will 
- continue to record the progress of the world. and this record will show the year 2000 in every way better and 
wen more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
rf most people do believe that the year 1931 will bein every way better and more prosperous than the 
fin, year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 
YL. Almost two thousand years ago a wise teacher and leader of men said: 
7 ‘Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
¢ Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
wid mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
3, will suffer misfortunes in the future and more will succumb, cannot be denied, but such misfortunes, however 
nes, hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
oa of progress and prosperity. . 
Ww. Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
H. fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
seph courage and make known your True Optimism by voice and deed; make known your Faith in 
re? a Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
Me- make known your Faith in Yourself; and make known your Faith that the tide has turned and 
2 that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
red it, instead of harkening to cowardly fear. 
Ma- NEAL BASSETT, President. 
} c mse AAU TMI iat = 
i NEAL BASSETT, President 
saa JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 
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Sei- HENRY M. GRATZ, renteat es T. BASSETT. Vice-President OHN KAY, Vice-President ARCHIBALD KEMP, 2d aa Vice-President 
= THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
nith. NEAL BASSETT, President 
wien JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 
urm, THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
Jr, NEAL BASSETT, President 
tine, JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
bond NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
V OF pe Bar residen 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President” s BAS WELLS T BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 
SUPERIOR FIRE INSURANCE COMPANY 
NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
k WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
a THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
CHARLES L. JACKMAN, President’, 14 siaSSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 24 Vice:Presidem 
vee THE CAPITAL FIRE INSURANCE COMPANY 
the CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
late UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
an NEATH RAY, View Preiéeat A. H. HASSINGER, Vice-Presiden 
ood ee Seen Pres VELLS T. BASSETT, Vice-President re ARCHIBALD KEMP, 2d Vice-President ‘ ; 
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dof SPAN. President H. S. LANDERS, Vice-Pr Meee RCo Ww. VAN WINKLE, Vice-President E. C. FEIGENSPAN, Vice-President 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








An Active “Old Timer” 


Among the “old timers” who traveled 
up-state for many years and are favor- 
ably known to the agents and their con- 
temporaries among fieldmen and ex-field- 
men of New York state for their long 
and honorable careers, George Berry, 
now general agent of the Pittsburgh Un- 
derwriters with headquarters in New 
York City stands out as one of the still 
active men. He has been in the business 
in one way or another for nearly fifty 
years. When I first met George up-state 
in the early nineties he was traveling 
for the Hamburg-Bremen, then under the 
management of Mr. Affeld, long since 
gone to his reward. Mr. Affeld’s son, 
by the way, was the first individual to 
get up a pocket index of the standard 
policy conditions, still much in use. 

Later George affiliated himself with the 
Thuringia, which came over from Ger- 
many to establish itself in the United 
States and he built up their entire plant 
in New York state, starting with noth- 
ing. Poor luck in other fields caused 
them to retire. He then went with the 
Allemania as general agent for the East- 
ern field, and his present position is an 
outgrowth of that connection. Never 
spectacular but combining a thorough 
knowledge of the business in all its de- 
tails with a keen sense of humor and a 
deep knowledge of human nature and 
with a very modest manner he represents 
to my way of thinking all that is best 


and most honorable in a man’s path 
through life. 
Among other matters he sends me 


Bret Harte’s paraphrase of those well 

known verses which I quoted recently. 

Here is Harte’s paraphrasing, as written 

by George to me: 

“IF of all sad words of tongue or pen, 

The saddest are these: ‘IT MIGHT 
HAVE BEEN,’ 

MORE SAD ARE THESE WE DAILY 

SEE, 


yi i Is, BU T IT HADN’T OUGHT TO 


* * x 
Remington Memorial Gallery 

It is surprising to the average travel- 
ing man the amount of interesting his- 
tory and romance that is “stored” in 
nearly every old town or section of New 

York State. He who takes an interest 
in this sort of thing and pursues his in- 
vestigations is often richly rewarded by 
stumbling across history of a romantic 
personal nature. 

Recently while I was at Ogdensburg, 
N. Y., waiting for our agent to return 
from a hunting trip I had time to visit 
the Remington Memorial Building and 
Art Gallery which houses the master- 
pieces of the artist Frederick Reming- 
ton. He was a painter and sculptor of 
military, Indian and cowboy life on the 
Western plains in the early eighties and 
nineties, depicting skirmishes between U. 
S. cavalry and the Indians, Army and 
Indian and cowboy life of that period. It 


was Remington who presented to Presi- 
dent Roosevelt a piece of sculpture rep- 
resenting a cowboy in full action, a 
“rough rider.” 

The collection also embraces Indian 
wearing apparel and weapons collected 
by Remington in his sojourn among the 
Indians, while searching for material for 
his art. He was a native of Ogdensburg, 
the Remington family being of old north- 
ern New York-New England stock. Sev- 
eral members of the family still live 
thereabouts and at Watertown. His clas- 
sic paintings were much in vogue in my 
early manhood, and appeared in the lead- 
ing magazines of that day, one of the 
famous being “My Buddy,” depicting a 
cavalry man picking up his wounded com- 
rade while in flight. I knew that the 
Memorial Building was the old “Parish 
Mansion,” built in 1809 to last forever, 
for Parish was a Scotsman who had gone 
to Antwerp, Belgium and from there to 
northern New York as one of the pi- 
oneers. He became a wealthy and in- 
fluential man in the “North Country,” 
owning vast tracts of forest lands and 
acreage throughout St. Lawrence Coun- 
ty, mines, lumber mills and what not, and 
lived here in his “castle” like a lord 
of the manor. He hunted and fished, 
frequently visited Washington, New 
York, Boston and Albany where he hob- 
nobbed with the nabobs of that time. 

x * x 


Wheat and Grain Mills 

The wealthy men at that time made a 
lot of money running wheat and grain 
mills, not charging money but their 
“tithe” ; that is a certain percentage of 
the ground grain which the inhabitants 
for 100 miles around brought in by foot 
or on horseback or by horse- or ox-drawn 
vehicles. You may rest assured that they 
got as much out of this as they could 
get away with, the “tithe” varying great- 
ly and always to the benefit of the mill- 
owner. 

There were enormous mills at Rossie, 
near Gouverneur, N. Y., which I visited 
about fifteen years ago with Special 
Agent Breed of the National of Hart- 
ford, who drove me there in his old 
Hudson, wondering why I wanted to go 
to such an out-of-the-way place over a 
rotten road to see an old mill. The 
National Liberty happened to insure a 
small sawmill outfit located in one of 
these old buildings, with stone walls 
about four feet thick. I hope Louis, or 
“Ludwig,” as I affectionately called him, 
will remember this pleasant episode. We 
were touring northern New York to- 
gether that time starting at Utica and 
ending at Malone. 

x * 
The Story of Ameriga Vespucci 

To get back to the Parish story: Go- 
ing upstairs in the mansion I stumbled 
upon some very interesting Parish relics 
and mementos, among which I found pic- 
tures and manuscript of the Countess 
Ameriga Vespucci, lineal descendant of 


*the great navigator, Amerigo Vespucci, 
who gave his name to this continent, and 
whose connection with Parish forms the 
basis of a long forgotten romance of the 


north country. This is what I have been 
leading to: 

Though of noble descent, she espoused 
the cause of the people in a war of up- 
rising in Italy against the tyranny of the 
reigning house, and her family became 
impoverished. She met the Duke of 
Orleans, son of Louis Phillippe, the “citi- 
zen king” of France, whose mistress she 
became. This was no dishonor from the 
then European point of view. He dis- 
carded her later, and then she conceived 
the idea of going to America, which bore 
her name, to present a petition to Con- 
gress for citizenship and a generous 
grant of land on account of her ances- 
tor’s “service” to the American people 
in bestowing his name to the continent. 

The French royal government aided 
and abetted her, one reason being that 
Louis Phillippe and his precious son 
wanted her out of the way. She came 
to Washington in 1838, when Van. Bu- 
ren was President, and soon through the 
French Ambassador became acquainted 
with all the high lights in politics and 
society. She became a pet of society, 
and, incidentally, the friend of the great 
Daniel Webster, who did all he could do 
to help her. On the way over to Amer- 
ica she had met and fallen in love with 
young Parish, and he with her, but she 
repulsed his offer of marriage, being too 
full of ambitions regarding her future 
citizenship and great land ownership 
(she was to meet him long after under 
unhappy circumstances). 

She had also met President Van Bu- 
rén’s son, called “Prince John,” lovingly 
and jokingly when abroad at the young 
Victoria’s court at London. The latter 
had also become enamored of her when 
he met her at some court function in a 
European capital. He had, it is said, em- 
braced her and been repulsed, and young 
Van Buren on learning later that she had 
gone to Washington to meet his father, 
the President, wrote her a letter of apol- 
ogy stating that if she desired he would 
not mention their meeting, intimating of 
course he would not “give her away” to 
her American friends as to the Duke of 
Orleans’ affair, of which she was fearful. 

To cut a long story short her mission 
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failed, Congress turned her down, but a 
large sum of money was voted her “in 
honor of her ancestor,” and she returned 
to France heartbroken. She returned 
five or six years later, but her record as 
a royal mistress had preceded her and 
she found herself penniless and friendless 
in Washington, with only young Van Bu- 
ren to solace her, which he did, and she 
became his companion, because _ there 
seemed no other way out of her dilemma 
but to starve in Puritanical America. 
Meets Parish at Evans Mill 


On one of Van Buren’s trips to north- 
ern New York to buy land for a client, 
he and she stopped at Evans Mills at 
Huber’s Hotel, which still stands there as 
a relic of those dz iys. Just about this 
time Mr. Parish with his retinue drove 
up to spend the night there on his way 
to Ogdensburg, and she and he imme- 
diately recognized each other. Even un- 
der these unfavorable circumstances his 
love for her was overwhelming and he 
made up his mind to get her at any price. 
Also, Van Buren was tiring of her. 

A ‘night of revelry and gambling, Van 
Buren losing heavily, ended with Van 
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| equitability 


fairness in loss adjustments—promptness of settlements—these, 
“ no less than the Queen’s sound resources, have earned the con- 
fidence and esteem of the insuring public as well as the good 
will of agents. Although the Queen has paid out over one hun- 
dred and five million dollars net losses, no catastrophe has ever 
affected the Queen’s ability to settle every claim fairly—equitably. 
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Advertising Held Vital To All 


Real Growth Of Agents’ Business 


Expert in That Field, Charles E. Freeman of Springfield 
F. & M., Tells Producers How Thousands Have 
Solved Their Development Problems by 
Consistent Advertising Programs 


Advertising and its relation to a well- 
rounded program of agency business 
building was the central theme of the 
talk delivered by Charles E. Freeman, 
advertising manager of the Springfield 
Fire & Marine, last week at Peoria, IIL, 
before the annual meeting of the Ilinois 


Agents. Mr. 


Freeman, who has achieved considerable 


Association of Insurance 
success as an advertising expert, told the 
convention that the weight of a definite 
purpose was the biggest factor in busi- 
ness building. Such a definite purpose, 
according to Mr. Freeman, should involve 
determination to sell sufficient property 
protection to every reliable citizen in the 
community; to see that every client on 
an agent’s books carries all the insurance 
he needs, and that insofar as they can 
be eliminated there should be no unin- 
sured losses in the community. 

If he were a local agent Mr. Freeman 
said he would analyze himself first of all; 
his background and ability. Then he 
would analyze his market. Finally, find- 
ing that he was not getting as much lo- 
cal business as he should he would take 
up seriously this program of production, 
involving salesmanship and advertising in 
its three phases: newspaper, direct mail 


and miscellaneous. Going further into 


details Mr. Freeman said: 

First yourself. Your reputation—good. 
Your credit—good. Your affiliations—all 
good. Now your knowledge of your busi- 
ness. Perhaps there you can stop and 
ponder. Can you qualify as a real insur- 
ance counselor to your clients? Can you 
talk insurance intelligently in all its 
branches? Can you discuss Use and Oc- 
cupancy insurance with the sharpest 
manufacturer in town and let him know 
that you know what you are talking 
about? That’s the point here. Do you 
know, are you trying to know all about 
your business that makes the public 
know that you know your business? 


Enlarging the Market 

Next—Your market. How can this be 
enlarged? Well, you can find out at least 
approximately just how much good busi- 
ness is to be had locally—how much good 
construction there is—how much manu- 
facturing, retail. With a little effort you 
can collect enough statistics available to 
enable you to determine there is so much 
insurance business written in town, there 
is so much more that should be written. 
You are writing, say 15% of it and com- 
paring your agency with others you 
ought to be writing at least 30%. 

Now, so far we will assume we have 
given ourselves two goals to reach. First 
—more knowledge of our business; sec- 
ond—a 100% increase in business. Our 


definite purpose begins to take. shape. 


Next, how to increase our business. 
member we have a definite purpose—we 
have decided to sell insurance protection 
programs. There is much to be done. 
There is our public to be educated to a 
consciousness of the need of various new 
forms of coverages. There are contacts 
to be made, solicitation. There’s analysis 
of prospective accounts to be done. 


A tremendous task I’ll grant, and you 
can’t do it all alone; so as there seems 
no way out of it and you are determined 
to obtain your 100% increase in business 
you'll have to advertise. But if you can 
solve your problem that way, and it is 
interesting to note that thousands have 
done so successfully, if you can spend a 
very small percent of your income on 
publicity and advertising and obtain a 
much greater percentage increase, then 
there is only one thing to do—get go- 
ing. 

Let us consider the different phases of 
advertising. First, newspaper. You will 
find, you may have found out already, 
that it is rather expensive. You will find 
to have your messages read you must 
use sufficiently large space, that you must 
have a definite campaign, that is use so 
much space every week or twice a week, 
according to your budget but that you 
must not merely splurge with a full page 
once a year only. You will find it politic 
to use all local papers and not to show 
partiality for if you are after favorable 
publicity you will want the good will of 
all local editors. You will find you must 
run copy in the newspapers of a varied 
sort, to build up a feeling of strength 
and security about your agency, about 
the good companies you represent. 


Tie-Up With Local Events 


You will find the greatest returns for 
your money paid for space will come 
when your messages are tied up with lo- 
cal happenings; accidents, disasters, 
fires, etc. This is because a newspaper 
is printed for the news it contains. Sto- 
ries with your agency tied up to local 
happenings will never be overlooked. 
Generally speaking you will find that a 
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CHARLES E. FREEMAN 


newspaper campaign need not be so cley- 
er as consistent. 

Direct mail advertising. Research wil 
show you that herein lies the greatest 
avenue for increasing the business of 
your agency. Being most important, let 
us leave it until we have considered th 
remaining phases. 

Miscellaneous. Novelties. Experience 
will show you, that is experience of oth- 
ers who have tried the distribution of 
novelties, that it is expensive business 
also; sometimes successful, but rarely so 
in proportion to the expense involved, 
Pencils, rulers, scratch pads, etc., if you 
can use them with discretion, which will 
be rather hard for the demand for free 
gifts is great, will help to spread your 
name as the insurance man in town. 

Posters. You can use them to attract 
people to your office windows and right 
here and now let me state that every lo- 
cal insurance agency which is not located 
on the ground floor with available win- 
dow space for advertising but instead se- 
crets itself in a second floor rear room, 
is missing a good bet. If I were tostatt 
an agency I would attempt to get the 
best location in town, I would want the 
place where most people passed during 
the day and evening too, if possible. | 
should attempt to invite them inside my 
office by the use of window displays 
which I should change as often as pos 
sible. Once inside they should find an 
air of refinement and cheerfulness. | 
should want my clients and prospects to 
feel at home. o 

Sign boards. Doubtful but possible i 
strategically located. This type of ad- 
vertising too expensive for the averagt 
agency. 

Program advertising. By that [ meat 
space taken in miscellaneous programs 0 
local organization’s festivities. Strictly 
speaking not worth while but you ar 
forced to use them so call them donations 
not advertising. And so on. Put now 
let us get back to direct mail. 

Direct Mail Advertising 

Direct mail advertising is merely a 
nouncing by the printed word, set 
through the United States mails. It 134 
device for obtaining live leads to be fol- 
lowed up personally. It is nothing at all 
that will take the place of personal so 
licitation. . 

Why is it worth while? It : 
while because your audience is large 
your prospective customers many and ™ 
scattered locations. It is worth while be 
cause’ your messages will always reac’ 


worth 


their destination. No one refuses to 
cept deliveries of the postman. It" 


worth while and necessary because 1 
you to do this job is entirely 109 & 
pensive. The process of persona:'y call- 
ing upon your prospects for all the 
rious lines of insurance coverage wow" 
take all of your time and more. = 

There is a right way and a wrong bse 
to use direct mail advertising. The ™$ 
way is first to prepare a correct mailing 
list. If you embark on a direct ™ 
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campaign you must send your messages 
to the right people. To people only who 
have a need for the coverage you are 
pushing. The compilation of a correct 
mailing list is not difficult, neither is it 
easy, for it must be kept up to date, 
changes of address must be made. An 
obsolete mailing list is a liability. You 
are better off with none for you will not 
then waste any postage. 

Direct mail advertising must be con- 
sistent. One mailing alone will not con- 
vert a disbeliever nor convince an unin- 
terested bystander of the merit in what 
you are attempting to sell him. 

Follow Through On Mail Ads 

Direct mail advertising is merely a low 
priced means to an end, the end of find- 
ing prospects whom you can follow up 
to advantage. If you would use it to ad- 
vantage you must remember that first 
your mailing list must be a live one; 
second, your efforts must be constant 
and continuous, mailings being made at 
stated intervals; third, your sales letters 
and material enclosed must be pertinent, 
must be clearly and forcibly presented, 
and fourth, and the most important point 
of all, you must follow up your mailings 
immediately. No results can be obtained 
otherwise; that is, no tangible results. It 
is far better to send twenty letters to 
prospects and follow through on those 
than to send a hundred and expect them 
to do the whole job of selling. They just 
won’t do it. 

I know an agency that uses direct mail 
selling ever so successfully. An agency 
in a larger city, it has developed a mail- 
ing list par excellence. It has an ad- 
dressograph system with an accompany- 
ing card giving about all the necessary 
information for selling every reliable citi- 
zen about every form of coverage he 
needs. These addressograph plates are 
tabbed so that they may be run through 
a machine and only those required will be 
printed. In other words, this tabbing 
process enables this agency to send a 
letter to all home owners needing rent 
insurance and to none others. It can 

pick only those landlords needing rent 
insurance to cover rented properties. It 
can select Use and Occupancy prospects, 
etc. But, of course, this is an expen- 
sive instalation, not to be thought of for 
the agent with a small field of operations. 
Still, similar, much less expensive ways 
to accomplish the desired end can be de- 
veloped. 





KISSAM PRODUCTION MANAGER 





Prominent Fire Official Joins 
Agency Here of Fowler & 
Kavanagh, Inc. 
_Richard S. Kissam, who resigned some 
time ago as assistant manager of the 
New York city office of the Travelers 
Fire, has become associated with the 
agency of Fowler & Kavanagh, Inc., as 
Production manager. Mr. Kissam_ is 
widely known, not only among the brok- 
ers oi the city, but also among company 
executives. He has been prominent in 
the New York Ex-Fieldmen’s Society 
Since it was organized ten years ago and 
has held several offices in the society. 


NEW N. Y. COLLECTION PLAN 

The Underwriters’ Association of New 
York State, the field men’s organiza- 
tion with headquarters at Syracuse, is 
Sponsoring a plan whereby there would 
be a ¢ entral bureau or committee to han- 

€ collections. The purpose of the plan 
would be to reduce as far as possible 
individual collection trips to agencies and 
to maintain a central office to which all 
balances of 90 days or over would be 
reported. Agencies which failed to pay 
their balances within the prescribed time 
Would be reported to the companies and 
Visited by a committee of the Associa- 
on in an effort to clear up the delin- 
quencies. The Underwriters’ Association 
Dian is as yet still a proposal to mem- 


bers and not one which is in operation. 


Local 








PERRIN SUCCEDS GOODWIN 
ydney T. Perrin of W. L. Perrin & 
an Prominent New York local agents, 
an week elected vice-president of 
be ew York Fire Insurance Exchange, 
Cceeding the late Warren F. Goodwin. 


NEW AGENCY IN NEWARK 


Alpine F. Martin, George Hessler 
Morgan and Albert G. V. Seton, who 
have been in the real estate and insur- 
ance field in various parts of New Jersey, 
have formed a partnership under the 
name of Martin, Morgan and Seton, and 
will do a general insurance business. 
They plan to incorporate the firm with 
a capital of $50,000 and expect to start 
doing business shortly after the first of 
the year. 





A. C. HENSLER DIES 

Arthur C. Hensler, prominent insur- 
ance and real estate agent in Newark, 
died on Monday afternoon at his resi- 
dence in Summit after a week’s illness. 
Mr. Hensler had been in poor health for 
several months and about a week ago he 
suffered a stroke which was the cause 
of his death. He is survived by a widow. 


Tales of the Road 


(Continued from Page 24) 
Buren’s offering to gamble with his other 
“baggage,” meaning the Countess. He 
lost and that night Madame Vespucci was 
installed as the mistress of Parish Manor, 
living there for eighteen happy years. 
Parish wanted to marry her, he said, but 
he had sworn to take up a baronetcy of 
his uncle’s in Senftenburg, Bohemia, long 
before he met her, and therefore could 
not bind himself. 

At first she was despised and reviled 
by the people of the small settlement but 
later was tolerated and even venerated. 
Finally the summons came to Parish and 
he left, heartbroken. He settled a large 
annuity on her and she went back to 
France where she died with her family. 

If there are ghosts, probably her ghost 


inhabits the very room I was in, for 
there in this home, in the little frontier 
settlement of Ogdensburg, the darling of 
European courts, the descendant of a 
great navigator and discoverer, the com- 
panion of kings and princes, and later 
the pet of Washington society, spent the 
happiest hours of her life. A _ pretty 
story. She was called “Parish’s Fancy” 
by the natives, and Mr. Kellogg of Og- 
densburg has written a very interesting 
book on this romance gathered from re- 
liable sources, which is well worth read- 
ing and from which book I obtained some 
of the details. 





J. M. DUNBAR DEAD 
James M. Dunbar, 68, general agent 
representing several life and fire compa- 
nies in Meadville, Pa., died last week in 
a hospital in that city following a short 
illness. 
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Assured Liable for 
Full Premium Note 





DEFAULTED ON INSTALMENT 





Mississippi Court Holds Company May 
Suspend Coverage During Default but 
Premiums Must Be Paid 





The Mississippi Supreme Court holds, 
Hartford Fire v. Dickerson, 134 So. 177, 
that provisions of a fire policy for sus- 
pension on default of any instalment in 
the premium note, and renewal or rein- 
statement on the payment of the arrear- 
age, are valid. Under such a policy on 
default in payment of an instalment of 
the note the insurance company may re- 
cover the whole amount unpaid on the 
note, 

In this case the policyholder insured 
against fire, lightning and windstorm for 
five years and had paid $36.24 and exe- 
cuted a note for $144.96 payable in four 
equal annual instalments. This note pro- 
vided that, if any single payment given 
for the whole or any portion of the pre- 
mium should not be paid when due, the 
company should not be liable for loss 
during such default, and the policy should 
lapse until payment should be made to 
the company, and the whole amount of 
instalments, or notes, remaining unpaid 
might be declared earned, due and pay- 
able, and might be collected. The in- 
sured defaulted in the payment of the 
first instalment of the note, and the com- 
pany sued for the full amount of the 
note. 

Judgment for Assured Reversed 

The appeal court, reversing judgment 
for the insured, rendered judgment for 
the insurance company. In doing so it 
followed Home Ins. Co. v. McFarland, 142 
Miss. 558, where the facts were similar. 
In that case the court said that there 
was no merit in the contention that, 
since the company was not liable on its 
contract of insurance during its suspen- 
sion, the insured was not liable on his 
note. It distinguished the case of Yost 
v. Ins. Co., 39 Mich. 531; where the in- 
sured was held not liable because in that 
case there was a stipulation in the con- 
tract of insurance that the policy upon 
default in payment was thenceforth to 
be null and void. There appeared to be 
no such provision in the policies involved 
in the Mississippi cases. It further ap- 
peared in the Yost case that each instal- 
ment of the note was given for insur- 
ance during a given and distinct year. 

It was also held that the provisions of 
a mortgage clause attached to the policy, 
in substantially the statutory form, to 
the effect that the insurance, as to the 
interest of the mortgagee only therein, 
should not be invalidated by any act or 
neglect of the mortgagor or owner of 
the property, or by foreclosure or change 
of title or ownership of the property, or 
occupation thereof for purposes more 
hazardous than permitted by the policy, 
and a provision for payment of any pre- 
mium by the mortgagee on default of 
the insured, did not supersede or invali- 
date the express provisions of the con- 
tract between the original parties that 
payment of any past-due instalment of 
the note might be enforced, and that the 
policy should thereby be renewed or re- 
instated from the time of such payment. 

AIM TO HONOR FRANKLIN 
Seven insurance company presidents, 
acting as a special committee of the Fed- 
eration of Mutual Fire Insurance Com- 
panies, last week inaugurated a plan for 

the general recognition of January 17, 
Benjamin Franklin’s birthday, by fire in- 
surance companies throughout the United 
States. Franklin was the founder of the 
first fire insurance company in the 
United States, the “Philadelphia Contri- 
butionship for the Insuring of Houses 
against loss by Fire,” which is still do- 
ing business in Philadelphia. It is a 
member of the organization which pro- 
posed to recognize Franklin nationally 
as the founder of American fire insur- 

ance and to celebrate the 226th anni- 
versary of his birth. 
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Insurance Courses 
Popular in Florida 


SEVERAL CLASSES ARE GOING 











State University Acted With Support of 
Local Agents; Courses in Other 
Southern Colleges, Too 


By Hervey W. Laird 

Gainesville, Fla., Oct. 26—The insur- 
ance courses established at the state uni- 
versity in 1928 through the efforts of the 
agents and the backing of the companies 
they represent are now accepted as one 
of the most important of those offered by 
the college of commerce and journalism. 
The insurance forces contributed $2,000 
to finance the first half year, since which 
time the cost has been borne by the state 
in the same way as other services courses 
offered by the institution. 

Answering an inquiry by H. J. Drane, 
congressman from the first Florida dis- 
trict, President John J. Tigert passes 
along some facts of interest to all insur- 
ance organizations and individuals from 
Dean Walter J. Matherly, who has been 
“sold” on the insurance service from the 
beginning. Mr. Drane’s interest is indi- 
cated in the fact that he has owned the 
H. J. Drane & Son agency at Lakeland 
for nearly fifty years. He is showing a 
beautiful wall clock sent him a_ few 
weeks ago by the L. & L. & G. as a me- 
mento of forty-seven years of service 
here as their representative. 

Professor Howard J. Dykeman is in 
charge of the insurance courses. “We 
offer,” says Dean Matherly, “one course 
in life insurance, one in marine and fire, 
and one in bond, title and casualty in- 
surance. In addition we have offered an 
advanced course in social insurance deal- 
ing with the problems involved in the 
establishment of pensions, workmen's 
compensation and other types of insur- 
ance sanctioned in part or in whole by 
the various states. Students enrolled for 
each of these courses have averaged 
about twenty. 

“While the University of North Caro- 
lina, University of Alabama, Georgia 
School of ‘Technology, University of 
Texas, and the University of Virginia 
offer courses in insurance, the University 
of Georgia is the only institution in the 
South that offers as many courses as are 
offered at the University of Florida.” 

Finley Cannon of this city was the 
power that put the insurance courses over 
as a part of the university program. He 
talked it a long time before he became 
president of the Florida Local Under- 
writers and saw it a fact during the time 
he held the office, with the help of other 
leaders and the contributions of several 
of the companies. 








REGULATION IN URUGUAY 

The Parliament of Uruguay will in the 
near future have to pass on a law reg- 
ulating insurance in that republic. The 
draft provides for a supervision of do- 
mestic as well as foreign companies, 
which have to submit their statutes to 4 
supervising bureau. Deposits of $100; 
000 for each branch written will be re- 
quired and further regular statements 
showing the business done in the re 
public will have to be submitted. Aside 
from the above mentioned deposits the 
foreign and domestic companies w! 
have to prove that they have within the 
country sufficient property to meet their 
obligations. The law will become eifect- 
ive three months after it has been cnact- 
ed, but the companies will be granted 
one month to rearrange their affairs to 
meet its conditions. 





BEAUTY APPRECIATED 


A special agent was telling some of his 
associates that a certain agent was 4 Pa 
tient in a hospital and would be there for 
three weeks. 

“How do you know? Did you see the 
doctor ? 

“No, I saw the nurse.” 
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Delinquent Collections Held 


One Reason For Branch Offices 


London Assurance, in Booklet to Agents, Says Producers Have 
No Right to Act as Bankers as Commissions Do 
Not Warrant Such; Gives Pointers on How 
To Get Premiums in More Promptly 


The London Assurance and its Ameri- 
can affiliate, the Manhattan Fire & Ma- 
rine, are attracting wide attention these 
days in agency circles by virtue of the 
new series of educational booklets which 
is being produced for agents and distrib- 
uted to them. Jarvis Woolverton Ma- 
son, advertising and production special- 
ist, is the author of these booklets, the 
most recent of which is one on credit and 
collections. 

Mr. Mason goes directly into the heart 
of this problem by saying as spokesman 
for the London and the Manhattan that 
while the companies are strongly in fa- 
vor of the American Agency System, 
nevertheless if the agents do not accept 
with fewer reservations and less trouble 
to companies in general their responsi- 
bility for collections, the American Agen- 
cy System as a whole will suffer serious- 
ly. He’ believes that the growth of 
branch offices is due in large measure to 
collection difficulties. 

The London tells the local agents that 
they are not bankers and they have no 
excuses for paying clients’ debts. The 
reason for this statement is that the 
producers’ commissions are not large 
enough to compensate for the additional 
overhead item of interest on premiums 
paid the companies before the assureds 
settle with the agents and that the com- 
missions will not stand the additional ex- 
pense involved in collecting accounts four 
to six months old. Agents are advised 
to direct assureds who are unable to pay 
promptly to the local banks where credit 
accommodation can be secured without 
detriment to the agents. 

According to the London Assurance 
the practice of selling insurance on credit 
has probably put as many agencies into 
bankruptcy as all other reasons put to- 
gether. No business at all is held bet- 
ter than un-paid-for business. Continu- 
ing the London and Manhattan say with 
respect to unpaid premiums: 


Business Must Be Sold Properly 


The fundamental reason, in our busi- 
ness, for a premium which is not prompt- 
ly paid is that the insurance was not 
Properly sold. Don’t mail renewal poli- 
cles unless there has been a definite and 
recent understanding that you would do 
so. Mail new policies even less frequent- 
ly. The time when you have the docu- 
ment in your hand and are giving it to 
your client is the time to put the final 
touch on the sale or resale. Regard re- 
newals as resales, not merely as further 
Payments on last year’s sales. No man’s 
sales talk lasts that long. Do these and 
your collection problems will be halved. 

But inevitably there will be overdue 


accounts. When this does happen, don’t 

annoy the client by writing fresh, threat- 

ening, demanding letters or by telephon- 

oi ry day. It will get you nowhere. 
€ 


final analysis, whether or not you 
collect depends entirely upon holding the 
good will of the debtor. 

Always fold a statement with a policy 
you send or deliver. Then, of course, 
send a bill on the first of the following 
month. The proper form for billheads 
deserves a little study. Obviously people 
€sitate to pay bills which are not clear 
to them—which don’t describe, exactly, 
vont the stated amount is for. Your 
ill should tell the date of the policy, 
the date of expiration, what the policy 
Covers, the hazard insured against, the 
Policy number, the company name, the 
amount of the policy and, finally, the 
amount of the due premium. To estab- 
'sh_ your terms beyond question have 
n six point type, along the bot- 
om of your bills, the following: “All 


Printed j 
t 


premiums are due and payable within 
thirty days after the date of the policy. 
nae past due will bear interest at 
0. 
Don’t Mix Ad Matter With Bills 


Never having proven it satisfactorily, 
I nevertheless maintain that it is not 
wise to enclose advertising material with 
bills. It distracts the recipient’s atten- 
tion. Disliking the very sight of a bill, 
let us say, he grasps the opportunity to 
lay it down and read the enclosure. That 
slight distraction doesn’t help get your 
bill paid. In this instance, at least, do 
one thing at a time. If you would ad- 
vertise, advertise; if you would collect, 
collect; but don’t mix the two. 

In spite of all the agitation, in recent 
years, about better records, there are still 
many agents who actually don’t know 
whether the premiums included in this 
month’s check to the company have been 
paid or not. It is not the purpose of 
this booklet to discuss office records and 
routine but don’t, above all things, make 
the mistake of not having live records 
which will tell you in a moment, among 
other things, whether or not a premium 
has been paid. 

To date, insurance is a personal busi- 
ness. It isn’t vended over the counter 
like cigarettes, tacks or hats. Your suc- 
cess is based largely on your selling per- 
sonality—be it born in you or developed. 
Collections, in this business, are, like- 
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they are even less help in your work. 
If you sell by mail it’s proper to collect 
by mail. Since you don’t then don’t rely 
on the mail to collect for you. 
Collection Contacts 
Collection contacts, be they mail, tele- 
phone or personal calls must be localized, 
personalized, timely. Another man’s talk- 
ing points, another man’s form letters 


wise, a personal matter. Form letters are 


: will very seldom do a good job for you. 
seldom of much help in collecting and 


Fit your collection contacts to yourself, 








When the Rent Comes ’Round 


Rx. food, and clothing are the 

three biggest parts of the family 
budget, rent alone commanding 

about a fourth of the family income. 


After his quarters have been rendered 
uninhabitable through fire damage, the 
tenant must rent quarters elsewhere 
while repairs are being made at the orig- 
inal address. Because it provides for 
just such an emergency, Rent Insurance 
presents a splendid opportunity for in- 
creasing the premium income of your 
agency. The Georgia Home special 
agent will gladly explain the details of 
Rent, Rental Value, and Leasehold In- 


surance to you. 


The GEORGIA HOME 
INSURANCE COMPANY 


WILFRED KURTH, Pres. 
59 Maiden Lane, New York 


























your locality and the man you’re con- 
tacting, just as you do in selling. Sym- 
pathetic discussion of cuts in salary may 
fit right in at some times, in some places. 
To a man with collection problems of his 
own an appeal to his sense of fair play 
should be effective. The super-dignified 
egotist, of which we have so many in 
business today, will often react to the 
smoothly put suggestion that you expect 
this stalling from the rabble but not 
from such as he. 

The hard-boiled professional grafter, 
who is slow pay as a matter of policy 
and has an eye on free insurance, will 
react, as often as not, to a brutally frank 
accusation of his unfair way of doing 
business. The only way to get along with 
the type that bellows and barks through 
life like a hungry bulldog is to bark 
right back—a little louder, perhaps. As 
a good salesman you should be able to 
recognize the various types and frame 
your appeals accordingly. 

Some agents must pay their compa- 
nies in forty-five days, some sixty. The 
differential between forty-five and sixty 
may be accounted for by the differences 
in custom in various parts of the country 
so far as paying bills is concerned. Be- 
cause of these variations it is impossible, 
even were it advisable, to set up a regu- 
lar schedule of collection efforts which 
is applicable all over the country. But 
once the bill is sent out on the first of 
the month following the date of the pol- 
icy, you have four good moves to make. 
They must be spaced in accordance with 
the time you have. 


Collection Efforts’ Program 


First, you can send another bill (not 
a carbon copy but not just “Bill Ren- 
dered,” either—itemize it) along with 
some lightly humorous reminder that the 
premium is overdue. Perhaps it will be 
a three by two inch colored blotter in- 
scribed: 

This is The Blotter 
To Blot The Check 
That Pays for Insurance 
That Blank Wrote. 

Or a similarly sized colored cardboard 
slip with an illustration showing an ob- 
viously deeply dejected pickaninny, with 
tears streaming, crying, “’Tain’t Come 
Yet!” 

Second, you can telephone. Ask if the 
policy is in accordance with his wishes. 
Explain that the company must be paid 
soon and that you cannot pay the com- 
pany until you’ve been paid. 

Third, and most important, you can 


(Continued on Page 30) 
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Dutch Marine Lines 
Unprofitable in 1931 


INCOME SHOWS SHARP DROP 





J. ter Meulen, Chairman of Amsterdam 
Underwriters, Reports on Conditions 
at Marine Union Meeting 





Marine insurance in Holland this year 
has not been especially productive of 
profitable results, according to the report 
presented to the recent annual meeting 
of the International Union of Marine In- 
surance by J. ter Meulen, vice-chairman 
of the Union and chairman of the Am- 
sterdam Underwriters Association. Mr. 
ter Meulen is one of the leading marine 
underwriters on the European continent. 
In his review of Dutch marine insurance 
conditions he said: 

The chief characteristic of the past 
twelve months has been a decrease in 
output due to the general economic 
slump. Indian produce has been shipped 
in smaller quantities and at greatly di- 
minished values. There has also been a 
decrease in both the quantity and value 
of exports to the colonies and abroad, 
but expenses have not diminished in a 
corresponding measure. Moreover, the 
particular circumstances which have had 
an adverse effect on marine insurance 
during the past ten years, and which are 
due to competition at home and from 
abroad, still exist almost unabated. Be- 
cause of this the results of the Dutch 
insurance companies have been far from 
satisfactory and in several cases it has 
only been possible to pay dividends by 
drawing on reserves or out of profits 
made by other departments. 

Moreover, future expenditure will be 
increased owing to a revision of fiscal 
law by which companies are required to 
make a return of the earnings of those 
who work only on a commission basis. 
This will inevitably throw extra work on 
insurance companies. On _ the other 
hand, the local tax on Amsterdam com- 
panies which was levied on the staff em- 
ployed has been abolished. 

During the period under review under- 
writers have also studied the question 
of the charges of wharfingers and trans- 
port companies in connection with the 
carriage of damaged goods for survey, 
and after many unsuccessful efforts 
Dutch underwriters hope to effect a sav- 
ing in these charges which hitherto have 
been higher than those customary in 
other countries. 


General Average Co-operation 


Another feature of the past year has 
been the closer co-operation of under- 
writers at Amsterdam with regard to 
general average especially with respect 
to important claims of this nature. New 
standing orders have been drafted for the 
Permanent Committee for General Av- 
erage Statements and Averages, of the 
Amsterdam Underwriters Association, 
but there is still scope for improvement 
in this connection. 

One ‘success which must be recorded 
is an amicable settlement which resulted 
in underwriters recovering damages on 
the cargo of a sunken steamer. More- 
over, it is worth mentioning that the 
legitimate claimants to the proceeds of 
a general average deposit in connection 
with a steamer of the Lloyd Brazileiro— 
which company was at the time still state 
owned—only succeeded in obtaining pay- 
ment after ten years’ lengthy corre- 
spondence, much diplomacy and some fi- 
nancial sacrifice, although there was 
never any question that the recovery was 
in order. Quite apart from this case it 
has been suggested that when dealing 
with general averages incurred by ves- 
sels of the Lloyd Brazileiro, members 
should require general average deposits 


to be paid into trust funds. Generally 
speaking, the experience of Dutch un- 
derwriters is that the treatment of gen- 
eral average deposits in many countries 
leaves much to be desired, although the 
Amsterdam Underwriters’ Association, 
with the help of Lloyd’s, has been able 
to obtain certain improvements in this 
respect. 


Agreements and Tariffs 


The past year has not been fruitful 
where agreements and tariffs have been 
concerned. An attempt to make a cargo 
agreement with the German market on 
the principle of reciprocity similar to 
that which already governs hull busi- 
ness, was unsuccessful, some important 
Amsterdam underwriters having raised 
objections. Existing agreements have 
been maintained although the new In- 
land Hull Agreement has suffered from 
infantile complaints and this matter is 
now being thoroughly revised. During 
the year—for the last time in July, 1931— 
certain amendments to the Standard 
Dutch Hult Form were made, embody- 
ing advantages to both underwriters and 
the assured, and providing a solution to 
controversies which have arisen in the 
past. On application of the coffee deal- 
ers the Central American coffee tariff 
has had to be reduced as a result of 
competition from abroad, as has also the 
rate for cocoa in the homeward tariff on 
Dutch East Indies business, which has, 
moreover, been subject to other minor 
alterations. 

With regard to war risks in connec- 
tion with disturbances in Brazil, the In- 
dies and China, the Dutch market has 
followed the lead of London. 

One matter which has received atten- 
tion has been the question of the con- 
tinuation of risks after discharge, as the 
assured insisted on a clearer wording of 
the respective policy provisions. As a 
result, a clause has been temporarily 
adopted, pending the introduction of a 
revised English warehouse to warehouse 
clause, but as it would seem that there 
are no fresh developments in this con- 
nection, a resolution revising the Am- 
sterdam Bourse condition has been 
passed, although the Dutch market 
would have preferred to have followed a 
lead from abroad for the sake of inter- 
national uniformity. 





INSURANCE IN PERSIA 


Until recently insurance companies 
transacting business in Persia did not 
have to comply with any formalities. 
Now the Persian Government has pub- 
lished a law compelling all insurance 
companies, domestic and foreign, to reg- 
ister and pay a registration fee. Insur- 
ance business is rather hard to get in 
Persia, and the only company writing 
business of substantial value is the Alli- 
ance of London. 





APPLETON & COX, Inc. 


8 South William Street, New York 


Air Transport Lines 
Showing Improvement 


SURVEY OF FIDELITY - PHENIX 





Manufacturers’ Stocks Low and Public 
Using Planes More and More; 
Better Insurance Outlook 
Encouraging indications of improving 
conditions in the manufacture of air- 
planes and in air transportation are noted 
by the aviation insurance department of 
the Fidelity-Phenix, which is interested 
in aviation coverages in ‘conjunction with 
affiliated companies in the Associated 

Aviation Underwriters pool. 

Manufacturers of planes have, for the 
most part, worked off their surplus 
“ships” as well as excessive supplies of 
parts and accessories, according to re- 
ports reaching the company. They also 
have cut down costs and improved the 
general efficiency of their operations. 
This is true likewise of many companies 
maintaining air transport lines in all 
parts of the country. 

As a result of such readjustment of 
production and management, the com- 
pany states, numerous aviation concerns 
which were “in the red” a few months 
ago, are now showing profits. 

Passenger traffic by air is on the in- 
crease, notwithstanding unfavorable busi- 
ness conditions, and thus far in 1931 more 
people have utilized the air lines for 
rapid transportation than in any previous 
year, the aggregate number carried up 
to August 31, according to a report just 
issued, having been 286,088. 

Passenger Planes Fly 26,985,000 Miles 

Distances flown by regular passenger 
planes during the first seven months of 
this year totalled 26,984,786 miles as 
against 18,328,960 for the same period of 
1930. 

Gasolene consumed by airplanes over 
the seven-month period is placed at 
11,187,028 gallons, while the amount of 
lubricating oil used is estimated at 331,- 
193 gallons. 

“Ships” of all types on hand as of 
October 1, numbered 10,609. Air mail 
which is now carried only by private 
transportation companies under contract 
with the government, also registered an 
increase with a January 1—August 31 
total of 6,158,107 pounds. Express mat- 
ter shipped by air in the seven months 
amounted to 566,582 pounds, in contrast 
with 190,524 in 1930. 

The element of safety in aviation has 
been considerably enhanced over the 
past: two years or so, and it is possible, 
in consequence, to write accident insur- 
ance on licensed pilots and on passengers. 
Passenger coverage is, however, ordin- 
arily confined to travel over scheduled 
transport lines. 


SPANISH RESTRICTIONS 
The Spanish government is strictly 
forbidding the placing of insurance in 
foreign companies which are not duly li- 
censed for business in Spain. Marine 
business may still be placed with Lloyd’s 
London, © 



























AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,387,252.42 















WRITE FOR OUR AGENCY PROPOSITION 


LARGE GOLD COVERS 





Direct Markets Taxed to Capacity on 
Recent Shipments From U. S.; Re- 
insurance Rates Go Up 
Upon her last trip to Europe from 
New York the liner Europa carrie a 
shipment of gold valued at approximite- 
ly $25,000,000. Some of the underwrit- 
ing lines are stated to have been larger 
than any yet written. On this basis, as 
the ship is understood to be valued for 
insurance at $9,000,000, the total un/er- 
writing interests would be about $35,(.00,- 
000, apart from the lives of the passen- 
gers. As much as $1.56 per $500 has 
been paid on the London market for re- 
insurance, which compares with a nor- 
mal rate of 25 cents. A good deal of re- 
insurance has been written at rates of 

$1.25 per $500. 

The British markets are now much oc- 
cupied with insurances on gold  ship- 
ments, but until recently the rates of 
premium have been quite low. It is ob- 
vious that since large amounts are placed 
on the gold consignments by each ves- 
sel carrying them the underwriting ca- 
pacity of the markets must be great. 
Gold from Japan, India, the United 
States, and South Africa has all recent- 
ly been covered by the London market. 





TRAFALGAR RELICS AT LLOYD'S 


For the anniversary of the Battle of 
Trafalgar on October 21, the numerous 
relics connected with Nelson which are 
in the possession of Lloyd’s were brought 
together in a special room set apart for 
the purpose. This work was undertaken 
by Warren R. Dawson, the genial honor- 
ary librarian of the Corporation of 
Lloyd’s, whose knowledge of shipping 
lore is equaled by very few. Apart from 
their sentimental interest the relics have 
an historical value, as students of the 
Trafalgar campaign are well aware. Of 
outstanding importance for example, is 
the original log-book of H.M.S. Eurya- 
lus, which Nelson detailed to act as his 
signal frigate at the battle of Trafalgar. 





A. A. U. MANAGERS WED 

Two members of the American Asiatic 
Underwriters in the Orient recently 
joined the ranks of the benedicts. They 
are “Brook” Park, manager at Manila 
and well-known polo player, and Clay- 
ton L. Seitz, district manager for South 
China. Mr. Park married Miss Helen 
Graham of Port Madison, Washington, 
and will return to Manila by way of 
Europe and the Suez Canal. Mr. Seitz 
was married to Miss Lilla Rita (allo- 
way of Sacramento, Calif., at Shanghai. 
They are now making their home at 
Hongkong. 





Collections 
(Continued from Page 29) 


deliver a bill personally. Never make 4 
collection call without a copy of the bil 
and blank checks in your pocket. That 
removes two chances for additional stall- 
ing. The man who made the original 
sale or who is contacting the account at 
the time should, of course, make this ca 
as he should make all the other collec- 
tion contacts. 

Fourth, as a last resort, you ca send 
a registered five or ten day cancclation 
notice. This is no longer collection tech- 
nique; you must cancel to save yoursell. 
Point out in the letter sent with the n0- 
tice that this is a company rule you're fol- 
lowing; be a little anxious about t1¢ a5 
sured’s losing the protection; in accord 
ance with your knowledge of the mat, 
fit in a sentence or two that show!d ap- 
peal to him. End the letter by express 
ing the hope that he’ll send the premium 
or telephone asking you to come /or it 
before the cancelation date—in whic 
case, of course, you'll be delighicd 10 
countermand the cancelation notice. 

If that doesn’t work, cancel ani for- 
get him. It may be true that he can! 
help it, that he intends to pay, that hes 
deeply sorry. But so may the read t 
bankruptcy be paved with good inte 
tions. 
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George Gasidicta Points ‘To Progress 
In A. & H. Uniformity Program 


Bureau’s Governing Committee Head Says 36 Companies Have 


Approved the Proposals; He and F. B. Wilde Tell 
Connecticut General Agents How Changes 
Will Help Them 


George Goodwin, assistant secretary, 
accident department, Connecticut Gen- 
eral, who, as chairman of the governing 
committee of the Bureau of Personal Ac- 
cident & Health Underwriters, has done 
considerable to push ahead its policy uni- 
formity program, gave agents of his com- 
pany the benefit of the progress made to 
date when he appeared before them at 
the recent Connecticut General ninth an- 
nual convention at Bigwin, Canada. Mr. 
Goodwin took up one by one the ten far- 
reaching proposals in the Bureau’s pro- 
gram (to become effective March 1, 
1932), leaving for F. B. Wilde, the com- 
pany’s accident department secretary, to 
give an explanation of how the new 
program will effect the Connecticut’s 
present attitude on writing accident in- 
surance. 

Mr. Goodwin definitely impressed upon 
the agents the indispensability of acci- 
dent insurance today in rounding out and 
completing individual protection against 
the hazards of life. He mentioned in the 
passing that Connecticut General agents 
have been and are continuing to capital- 
ize upon the desire of the layman to be 
insured against the possibility of a seri- 
ous injury which would take him away 
from his job. 

Encouraging Trend Toward Co-operation 

After this preliminary Mr. Goodwin 
swung into the main theme of his talk 
by telling about the period of change 
which the accident business is going 
through at this time under the leadership 
of the Bureau of Personal Accident & 
Health Underwriters. He was glad to 
say that in recent years there had been 
an increasing tendency on the part of 
member companies of the Bureau to co- 
operate with one another. This encour- 
aging trend, he stressed, had enabled the 
bureau to initiate and carry through a 
number of changes of great importance 
to the business, among them being the 
introduction and quite general use of the 


so-calle] standard manual which lists the 
Princip:| occupations with the proper 
class to be applied. The speaker was 


glad to refer to the support which the 
Ureau |:ad received from the Association 
of Casualty & Surety Executives in the 
way of advice and suggestions. 

Explains Proposals in New Program 


In explaining the ten proposals in the 


hew procram, Mr. Goodwin put stress on 
Proposa! | No. 3 which calls for the sub- 
mission of accident statistics by each 


member company on both new and re- 


newal business not later than January 1, 
1932, He said: ’ 


he work is already under way and 


should furnish a scientific basis for rating 
of tremendous value to all the companies, 
‘nabling them to determine with far 
greater accuracy than heretofore not 
only the occupational exposure to injury 
(een 





March 1 New Effective Date 


Because of the physical impossibil- 
ity for most companies in the Bu- 
reau of Personal Accident & Health 
Underwriters to complete the work of 
revision under the new policy uni- 
formity program by January 1, 1932, 
it has been decided to postpone its ef- 
fective date to not later than March 
1, 1932. ‘This postponement is not in 
the slightest degree the result of any 
loss of interest on the part of mem- 
ber companies for, on the contrary it 
has increased. 

F. Robertson Jones,  secretary- 
treasurer of the bureau, recommends 
in a general letter this week that 
agents be notified before January 1 
of the change in the effective date. 
Member companies, however, may put 
the program into effect as early as 
they find it expedient. It is felt in 
this connection that with the addi- 
tional time granted, each company 
will be able comfortably to complete 
all preparations for putting the full 
program into effect by March 1. As 
a time-saver Mr. Jones urges that 
policies be submitted to the bureau 
for approval within the next six 
weeks; that each contract be forward- 
ed as soon as it is completed rather 
than waiting until the entire issue is 
ready. 











but the actual cost of the various fea- 
tures which go to make up the accident 
policy.” 

In connection with Proposal No. 4, 
dealing with the use of the standard 
manual, he said that more companies are 
now using it than had ever used any 
earlier edition. He also noted that the 
Health & Accident Underwriters Con- 
ference of Chicago had recently put out 
a new manual more nearly in line with 
the Personal Accident & Health Bu- 
reau’s manual than anything they had 
ever used before. 

Concerning Proposal No. 5, which 
called for the preparation of an advisory 
set of underwriting instructions to be 
sent to member companies, Mr. Goodwin 
said that while the companies had already 
received such instructions they were not 
mandatory but were submitted with the 
idea in mind of producing a greater de- 
gree of uniformity in general underwrit- 
ing practices. 

After explaining that Proposal No. 6 
had to do chiefly with the phraseology of 
certain important policy clauses which 
the companies will be required to use, 
Mr. Goodwin emphasized the importance 
of Proposal No. 7 which provides that on 
and after March 1, 1932, no member 
company shall sell policies which have 

(Continued on Page 34) 
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“Oh ASSURANCE CORPORATION, Ltd. 


Fmeanee RICHARDSON, United States Manager 
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Casualty Cost Rules 
Filed With Van Schaick 


UNDER SECTION 140 OF N. Y. LAW 





Conference Action Significant in That 
It Gives Power to Superintendent 
To Enforce Rules 





An important and in all probability 
far-reaching step was taken this week 
toward casualty acquisition cost control 
when James A. Beha as chairman of the 
Conference on Acquisition & Field Su- 
pervision Cost for Casualty Insurance 
filed with George S. Van Schaick, New 
York Superintendent of Insurance, the 
rules, plan of operation and maximum 
rates of commission allowed by the Con- 
ference to brokers and various classes of 
agents. This filing, in compliance with 
Superintendent Van Schaick’s request 
and with the approval of the seventy 
member companies of the Conference, 
was made under the provision of Sec- 
tion 140 of the New York insurance law, 
recognition being given to the fact that 
since commission rates are a part of the 
premium rates for the casualty lines cov- 
ered by the rules, it should therefore be 
recognized that the Casualty Conference 
is an auxiliary rating organization under 
Section 140. , 

Filing Acceptable to Van Schaick 

It is significant that Superintendent 
Van Schaick has accepted this filing as 
coming under the provisions of Section 
140 and in so doing has brought the Con- 
ference directly under the supervision of 
the New York Department with the 
power to examine the books and papers 
of any company and, under Section 141, 
to enforce the acquisition cost schedule 
filed. Thus, the Department takes of- 
ficial recognition of the casualty acquisi- 
tion cost program insofar as the factors 
involved therein affect the establishment 
of rates. The next step will probably be 
the filing with the Department of the 
Fidelity & Surety Conference rules in 
connection with Towner Bureau rates. 

What effect this action in New York 
will have on other states remains to be 
seen but there is no doubt but that it 
will come up before the insurance com- 
missioners’ body when it meets early in 
December, and it would not be surpris- 
ing if it were followed in other states, 
such as California and Illinois, where the 
acquisition cost situation has been vexa- 
tious. 

Ever since Superintendent Van Schaick 


took over the New York Department 
post his attitude has been that he would 
not approve of rates as adequate unless 
he could control such items as commis- 
sions entering into the make-up of such 
rates. He has maintained on more than 
one occasion that “if acquisition and 
other costs fluctuate at the will of the 
company any pronouncement as to rea- 
sonableness and adequacy becomes a fu- 
tile gesture.” Furthermore, he feels that 
if a company files its acquisition cost 
rules at the time it gets approval of its 
filed rates there is reason to say that 
adherence to those rules becomes a fixed 
and legal duty; and any deviation there- 
from is as much a rate violation as direct 
rate cutting itself. 


Rate Adequacy Also Stressed by Beha 


In the Beha letter which accompanied 
the Conference filings stress was also 
put on the necessity for premium rates 
to be reasonable and adequate; that if, 
for any reason, the actual cost of acquir- 
ing business exceeds the amount pro- 
vided in the premium rates for this item, 
the rate is immediately inadequate and 
the solvency of the company producing 
the business at the excess cost is affect- 
ed. Mr. Beha discusses in detail the ex- 
tent of the duties performed by produc- 
ers, regional agents and general agents 
in return for the stated maximum com- 
missions payable to each class. 





STOKES TO SUCCEED HOLLAND? 


The Philadelphia rumor this week is 
that Edward C. Stokes, ex-governor of 
New Jersey, board chairman of the First 
Mechanics National Bank of Trenton, 
and director of the International Rein- 
surance, is to succeed Charles H. Hol- 
land as board chairman of the Inde- 
pendence Indemnity. 





NUNLIST PRACTICING LAW 

William <A. Nunlist, former  vice- 
president of the Consolidated Indemnity 
& Insurance Co., is now engaged in the 
private practice of law at 34 Nassau 
Street, New York. Mr. Nunlist is spe- 
cializing in claim work for surety com- 
panies, it is understood. 





B. Victor Cranston, Consolidated In- 
demnity home office representative who 
formerly handled the state of New Jer- 
sey for that company, put up a good 
fight for election as mayor of Wood- 
Ridge, N. J., his home town, on Elec- 
tion Day but lost out by 140 votes to 
his Republican opponent. 
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Missouri Court Indicts 
Day and McCutchan 


CHARGE FRAUD IN PROMOTIONS 








Activities of Darby A. Day and J. B. 
McCutchan Under Investigation 
by Court 





A grand jury in the Federal District 
Court at Kansas City has voted an in- 
Day, well- 
known Chicago insurance man, and Je- 
rome B. 


dictment charging Darby A. 


McCutchan of St. Louis, who 
has been identified with numerous pro- 
motion undertakings, with using the 

defraud. The basis of the 
charges are that Day and McCutchan se- 
cured control of several companies and 
are alleged to have substituted for the 
sound assets other assets of little value. 
The indictments are said to be part of a 
broad investigation of recent insurance 
promotion activities involving companies 
that have done business in Missouri. 

The charges grow out of developments 
in connection with the Chicago Fidelity 
& Casualty and the Continental Indem- 
nity of Chicago, formerly the Indemnity 
Co. of America. It is alleged that Mc- 
Cutchan and Day had represented that 
the stock of the Chicago Fidelity & Cas- 
ualty, which they had organized with 
$1,000,000 capital and $1,500,000 surplus, 
was worth its full face value in the ne- 
gotiations for Missouri lumber compa- 
nies lands. The owners were to receive 
10,122 shares of the Chicago company 
stock in payment for their land holdings. 
The accused are said to have represented 
that the capital and surplus of the Chi- 
cago Fidelity & Casualty was paid up in 
cash and securities of sound value. 


mails to 


Companies Brought Into Case 


The Indemnity Co. of America was or- 
ganized in St. Louis in 1917 and Mc- 
Cutchan was officially connected with it 
but it was later acquired by a group of 
Kansas City men headed by the late 
Colonel Fleming. Some time afterward 
the company passed into the hands of 
Day and McCutchan and the headquar- 
ters was transferred to Chicago with the 
name changed to the Continental In- 
demnity. 

The Day interests also acquired the 
Continental Auto Insurance Underwrit- 
ers of Springfield, Ill.; the Liberty of 
Dayton, O.; the Samson Insurance Co. 
of Freeport, Ill., and the Automobile Un- 
derwriters of Dallas, Tex. It is reported 
that the Samson Insurance Co. and the 
Continental Auto Insurance Underwrit- 
ers were acquired through agreements to 
guarantee the liabilities of those con- 
cerns. The Chicago interests purchased 
51% of the assets of the Liberty and are 
said to have paid $250,000 in cash and 
$500,000 of Chicago Fidelity & Casualty 
stock for the Dallas company. 

The investigation into the affairs of 
the companies handled by Day and Mc- 
Cutchan resulted when there was depos- 
ited with the Missouri Insurance Depart- 
ment at Jefferson City in the latter part 
of 1929 warranty deeds on certain South- 
eastern Missouri lands. The securities 
were accepted subject to investigation by 
the department. This check-up is said 
to have revealed that the land covered 
by one of the deeds was not owned by 
the insurance company as claimed. In 
the case of another deed it is alleged the 
department’s examiners discovered that 
the land had been sold twice after the 
date of the deed. 

To support an official deposit of $200,- 
000 the Continental in 1930 is said to 
have deposited with the Missouri depart- 
ment mortgages claimed to be worth 
$403,050. Again the tender was accepted 
subject to investigation. The appraisers’ 
report was so unsatisfactory a more 
thorough investigation was made by the 
insurance department. It was after this 
the Federal authorities were advised of 
the apparent situation in the company’s 
affairs. It is alleged that the check-up 
indicated that the mortgages claimed to 
be worth $403,050 probably did not ex- 


Ives Reflects On “If Insurance Had 
Been Socialized 40 Years Ago” 


A picture of how much worse the 
world would be if insurance had been 
completely socialized forty years ago at 
the beginning of the great epoch of prog- 
ress was given by Henry Swift Ives, spe- 
cial counsel of the Association of Cas- 
ualty & Surety Executives, talking to the 
annual convention of the Illinois Associa- 
tion of Insurance Agents at Peoria last 
week. 

Mr. Ives painted a picture of average 
life back about thirty-eight years ago, as 
he recalls it. The great period of prog- 
ress was already partly under way, and 
a telephone system had been installed be- 
tween the drug store in his town and the 
local doctors. But all the inhabitants 
thought of it as some kind of black 
magic. Communism was unknown and 
socialism was just a word signifying a 
theory which had gained a foothold in 
continental Europe. The wagon was the 
principal means of transportation except- 
ing the railroads. The “safety bicycle” 
was brand new. Amusements were rare. 
Kerosene lamps were the principal means 
of illumination. All this is now changed. 

Reflects Over State Insurance Control 


“It is not difficult to conjure up a fairly 
accurate vision of what would have hap- 
pened had the institution of insurance 
been completely socialized at the begin- 
ning of this dazzling epoch,” said Mr. 
Ives. “Industry would have stagnated 
and credit would have been almost en- 
tirely under the domination of the state. 
In addition, the state, through its control 
of insurance, would have had the power 
of life or death over all private enter- 
prise, as it could either arbitrarily refuse 
the essential insurance protection, or it 
could control by the more subtle meth- 
ods of discrimination as to rates, extent 
of protection and quality of service. 

_ “The tremendous importance of private 
insurance never has been better illus- 





ceed $100,000 in actual value. The land 
involved had been cut-over and the tim- 
ber sold and had very little real value 
because of a limited market. 

Land said to be not worth more than 
$10 an acre is said to have been “mort- 
gaged” for $42.50 an acre. Straw men 
recruited from a labor agency in St. 
Louis at $2.50 each are said to have exe- 
cuted the warranty deeds. 

Was Prominent in Interstate Casualty 


McCutchan was very prominent in the 
affairs of the Interstate Casualty which 
crashed several years ago after he and 
associates had obtained control of the 
company, moving its headquarters from 
Alabama to St. Louis. This company’s 
business affairs was interwoven with 
those of the Citizens Trust of Gorin, 
Mo., which closed its doors in 1925. 
McCutchan had been a director of the 
Gorin bank and later was indicted on a 
charge of receiving deposits when he 
knew the financial institution to be in- 
solvent. On March 6, 1926, a jury in the 
Marion County Circuit Court decided 
that he was not guilty of the charge pre- 
ferred by the State. During his business 
career McCutchan has been connected 
more or less officially with various other 
insurance companies. He is said to know 
more about Missouri lands than any 
other man in the State and during the 
hearings in connection with the receiver- 
ship of the Interstate Casualty Co., tes- 
tified on the witness stand for hours 
about various pieces of farm lands, their 
character, acreage and encumbrances, 
etc., hardly ever referring to any 
note. It was reported in insurance circles 
that after the Interstate crash McCutch- 
an had personally reimbursed many of 
the persons who had lost through the 
failure of the insurance company. 

Darby Day after his insurance com- 
panies had been thrown into receivership 
again entered the field of life insurance 


(Continued on Page 34) 


trated than during the last two years. 
Severe shocks, such as the present eco- 
nomic depression, are the best tests of 
the vitality of human institutions. Pri- 
vate insurance has stood the shock of de- 
flation better than any other enterprise. 
Its solvency is unimpaired. It has. met, 
with few exceptions, every obligation, has 
zealously and effectively guarded the 
credit structure and has continued to 
protect lives and property everywhere 
without hesitation or compromise. In a 
period when hundreds of banks, big and 
little, have closed their doors, when the 
industrial processes of the nation have 
been in a state of stagnation and when 
many commercial and manufacturing cor- 
porations have either suspended or have 
curtailed operations, this remarkable rec- 
ord of the institution of insurance de- 
serves more credit than it has received. 

“There is no need for any intelligent 
person to wonder what would have hap- 
pened in this crisis if government had 
had a stranglehold on the insurance busi- 
ness. The extent of the resultant finan- 
cial cataclysm is obvious. But just a sug- 
gestion to stir your imagination. Sup- 
pose that state funds wrote all bank de- 
pository bonds, and that political influ- 
ence counted just a tiny bit here and 
there as to the amount and extent of, 
and placing of these bonds. 


Sees Interference Now With Surety 
Branch — 


“For some time political meddling 
seemed to be concentrated upon the cas- 
ualty business, but recently the surety 
branch of the business has been receiving 
marked legislative attention. About 55% 
of all bills called to the attention of the 
casualty and surety companies this year 
effected the surety business. This is 
something for the agents to ponder over. 

“T have tried to impress on you the 
great part the institution which you 
serve has played in the human drama. 
We cannot, however, live on tradition. 
The background is finished. We must 
unite to build the foreground. The fu- 
ture is in the hands of all of us, agents 
and company men alike. If it is to be as 
glorious as the past has been, we must 
all work unselfishly and with undivided 
leadership for a common purpose.” 





PA. FEDERATION MEETING 





Being Held Today in Philadelphia with 
Frederick Richardson as Chairman; 
Theme Is “Future of Business” 


With Frederick Richardson, United 
States manager, General Accident, as 
chairman and toastmaster, the Pennsyl- 
vania Insurance Federation is holding its 
mid-year meeting and banquet today at 
the Benjamin Franklin Hotel, Philadel- 
phia. The speakers are General Edward 
Martin, chairman, state Republican com- 
mittee, and treasurer, Commonwealth of 
Pennsylvania, whose subject is “Busi- 
ness: Yours and Mine”; John J. Leary, 
Jr., special investigator, United States 
Department of Labor, who is talking on 
unemployment insurance, and F. Robert- 
son Jones, general manager, Association 
of Casualty & Surety Executives, who 
has the timely topic of “Business Looks 
Ahead.” 

At the banquet Joe Cunningham, hu- 
morist, will do his best to add to the 
enjoyment of the occasion. 





WILLIAM H. BUCKLEY ESTATE 


William H. Buckley, lawyer, who fig- 
ured prominently as a witness during 


the insurance investigation of 1907 and - 


who died several months ago as the re- 
sult of an automobile accident, left an 
estate appraised at $1,898,000. 





LEFT $73,000 ESTATE 


Arthur Watts, an insurance agent in 
Bellingham on the Pacific Coast, left an 
estate of $73,000. 


Not Easy to Protect 
Virginia Tax Money 


RESEMBLES MICH. SITUATION 





County Treasurers May Be Forced to 
Give Personal Bonds; Securities 
Now Being Put Up by Banks 





County treasurers in Virginia are up 
against a situation which resembles in 
many respects that of Michigan where it 
has been increasingly difficult to place 
corporate surety bonds on tax moneys 
deposited in banks due to the feeling on 
the part of the sureties that such banks 
may close up as a result of existing eco- 
nomic conditions. 

The sentiment at present in Virginia is 
that it would not be surprising if many 
county treasurers were forced to give 
personal bond in place of corporate 
surety when they furnish new bonds for 
the next four year term beginning Jan- 
uary 1, 1932. Due to the fact that the 
sureties have tightened up on their de- 
pository writings for small banks (where 
most of the treasurers deposit money re- 
ceived by them in collection of taxes) it 
has become necessary for the banks to 
put up municipal bonds or other high 
grade securities so as to protect tax 
money deposited. This has proved to be 
a hardship on the banks, one reason be- 
ing that not infrequently the funds of 
the treasurers are deposited in several 
banks and at times the securities placed 
with a trustee are not always sufficient 
to cover deposits. 

Suggested Remedy 

A remedy for the situation is being 
suggested as follows: A statute should 
be enacted requiring each bank in which 
a treasurer deposits county funds to 
pledge a certain class of securities, now 
required by the state treasurer to protect 
state funds, in such amount as may be 
required and that the treasurer not de- 
posit funds in excess of the par value of 
such securities. These securities should 
be sent by the bank to the state treas- 
urer who would issue a certificate to the 
bank and treasurer showing the amount 
of the securities so pledged which would 
be the authority for the treasurer to de- 
posit his funds in such bank up to the 
amount of the securities. 

It is also suggested that the state 
should further provide that when this 
procedure is followed the treasurer is re- 
lieved in the event of the failure of the 
bank if his balance does not exceed the 
face value of the securities so pledged. 


BIRDSEYE VIEW OF COUNTRY 








National Surety Sends Questionnaire to 
Agents Throughout the Country; 
Many Are Optimistic 
E. M. Allen, president of the National 
Surety Co., recently sent a questionnaire 
to representatives of the company in al 
parts of the country, asking them for 
reactions relative to the depression. | 
“Are you and your citizens_ looking 
only at the dark side of the piciure oF 
are you interesting yourselves in tle pos 
sibilities of a brighter side?” wes one 
question asked. 
The New York Sun printed many ° 
the answers. An agent in Morvis, Ill. 
writes: “If there were some way ° 
keeping the politicians still for S& 
months business would be back to nor 

mal.” 

Some others wrote that citizens, cheet- 
ful enough at home, will pick up pessé 
mism after visiting other places. z 
agent in Marfa, Tex., wrote that the 
cattle men were not worrying. — From 
Baxter, Kan., an agent replied ‘hat 1° 
community could recover faster from 4 
depression than citizens there. po 
agents wrote that there is more com 
dence in banks following the inaugut® 
tion of the recently incorporated cre it 
corporation. 





CANFIELD & CO. MANAGER 4 
John C. Heitman has been appoln 
manager of Frank A. Canfield & i 
general agents in Syracuse for the *@ 
tional Surety. 
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Depositor’s Claimed 
Account Held In Trust 


FLORIDA SAVINGS BANK CASE 





Bank Invoked Sixty Day Waiting Clause 
Without Assent of Depositor, 
But Title Changed 





A special trusteeship and a preferred 
claim are set up when a depositor in a 
savings bank calls for the payment of 
the entire deposit but is forced to wait 
sixty days for the money under a spe- 
cial clause, the Florida Supreme Court 
has held in Blanche W. Mallett v. W. H. 
Tunnicliffe, liquidator. Companies writ- 
ing depository bonds have been much in- 
terested in cases of this type due to the 
tense banking situation. 

Mrs. Mallett presented a saving-ac- 
count check for $8,150, amount of the ac- 
count, to the bank. A clause providing 
that depositors must give sixty days’ no- 
tice of intention to withdraw, had recent- 
ly been put into force by the bank, as 
was legal under the provisions of the 
savings accounts. Before the sixty day 
period had passed the bank was declared 
insolvent. 


The court called attention to the fact 
that the situation was different from 
what it would be if Mrs. Mallett had 
merely signified her intention of closing 
out the account but had not presented 
the check for the amount, also different 
from the situation with a certified check. 

Originally the depositor had been al- 
lowed to withdraw on demand, but in all 
contracts with depositors there was a 
provision for the sixty day clause in an 
emergency. 

The court held that the case would 
turn on the relation between Mrs. Mal- 
lett and the bank, and it found that when 
she presented her check she terminated 
the relation of depositor bank, and made 
the bank a trustee of the sum. As a 
trust fund the money is a _ preferred 
claim. 


Opinion of the Court 


Part of the court’s opinion follows: 
“When such demand is once made in 
legal form, the bank cannot, if open for 
business and therefore presumptively sol- 
vent, without the consent or acquiescence 
of such depositor, prolong the relation- 
ship of creditor and debtor. No bank 
can lawfully remain open for transaction 
of banking business, and refuse to per- 
mit withdrawal of its ordinary general 
deposits, although it may, pursuant to 
lawful rules and regulations adopted by 
It as authorized by law or contract, post- 
pone for a reasonable time the consum- 
mation of this termination of the cred- 
itor’s relation so far as .the mere de- 
livery to him of the depositor’s funds is 
concerned. 
The demand for withdrawal of the $8,- 
130 involved in this case was, according 
to the allegations of the bill, made on 
July 23, 1929. The bill does not show 
any consent or acquiescence at that time 
on Mrs. Mallett’s part to continue the 
relationship of debtor and creditor with 
the bank subsequent to that date. So it 
Must necessarily be regarded that on that 
date the relationship of debtor and cred- 
_ itor previously existing was. terminated 
and some other relationship substituted. 
‘What was this substituted relation- 
ship ? Nothing more or less than a trust 
telationship under which the bank, as 
nt continued to hold the sum of 
150 (the title to which had passed on 
July 23, 1929, to Mrs. Mallett) for a fur- 
’ €r period of 60 days in order that the 
ash assets required to be kept on hand 
Pry not be removed from the vaults 
there, bank until other funds to take 
sted place had been realized by the bank 
Po the liquidation of its securities 
meee to replace the $8,150 which had 
the ec Perse: to the bank the instant 
endeg » Honship of the depositor had 


DIES ON STAGE 
Miss Margaret A. McReynolds of Con- 


necticut Insurance Department Was 
Acting in Play at Church 

Miss Margaret A. McReynolds, statis- 
tician of the Connecticut Insurance De- 
partment, died suddenly while acting in 
a play at the South Congregational 
Church in Hartford on Friday night, No- 
vember 6. Death was due to heart dis- 
ease. 

Miss McReynolds had served under 
five insurance commissioners. After 
working part-time for the department, 
she joined the force in 1901 and had 
since done much of the work of prepar- 
ing the department’s annual reports. 

he was a native of Collinsville and 
taught school before taking up insurance 
work. She was a contralto singer of 
note and sang with several famous Hart- 
ford organizations. She was a familiar 
figure at the musical and art events in 
and around Hartford and her knowledge 
of music was extensive. 

Miss McReynolds was the oldest mem- 
ber of the Connecticut Insurance Depart- 
ment in point of service. She served 
under the following commissioners: Ed- 
ward P. Schofield, Theron Upson. Theo- 
dore H. Macdonald, Burton Mansfield 
and Howard P. Dunham. 








DENY INCREASE 

Kansas Insurance Commissioner C. F. 
Hobbs has denied the application for an 
increase in rates on depository bonds for 
public funds in Kansas banks on the 
grounds that loss statistics do not justi- 
fy the raise. The first proposed sched- 
ule of increases was filed in August, and 
later amended. 





BROOKLYN APPOINTMENT 
The Fireman’s Fund Indemnity has 
named the Brooklyn Franklin Corp. as 
its agents in the borough. Its president 
is William Eisenberg and newly ap- 
pointed casualty underwriter is David 
Shapiro. 





Elusive Auto Thief Jailed 


Herbert D. Smith, alias “Toupee” 
Smith, 48 years old, said to be one of 
the most elusive automobile thieves in 
this country, on October 28 was found 
guilty of transporting a stolen auto- 
mobile from Springfield, Ill, to St. 
Louis, Mo., on January 18 last. He 
was sentenced to serve eight years in 
the Federal Penitentiary at Leaven- 
worth, Kan. 

Smith was convicted in the United 
States District Court in St. Louis. He 
has served four previous sentences in 
Missouri, Illinois, Michigan and Ohio, 
having been convicted at various times 
of burglary, possession of burglars’ 
tools and stealing automobiles. On 
two occasions he escaped while being 





taken to prison, but was recaptured. 








HAS APPENDICITIS OPERATION | 





G. E. Turner, Taken II] at Connecticut 
Insurance Day, Improving Slowly; 
First Reinsurance President 


George E. Turner, president, First Re- 
insurance of Hartford, is doing as well 
as can be expected this week after a 
serious but successful operation for ap- 
pendicitis. He was taken ill while pre- 
siding at the Connecticut Insurance Day 
exercises two weeks ago and although he 
courageously got through the morning 
session he was forced to leave the plat- 
form. The many friends of Mr. Turner 
hope for his speedy recovery and return 
to business. 





OBSERVING 20TH ANNIVERSARY 

The Washington Nation of Chicago, 
headed by George R. Kendall, is cele- 
brating its twentieth anniversary by a 
special production drive during the next 
five weeks. This company has grown 
progressively under Mr. Kendall’s lead- 
ership and is outstanding in its field. It 
now has more than 700,000 policyholders 
end has paid $18,000,000 in claims since 


organization. 








INDEPENDENCE 
INDEMNITY COMPANY 


OF PHILADELPHIA 
J. HORACE SHALE, President 


takes pleasure in announcing the appointment 


of 


EDMUND A. TALLMAN 
JAMES MORRISON 


AS MANAGERS 
AND 
RESIDENT VICE PRESIDENTS 








New York Branch Office 
90 WILLIAM STREET 

















SELF-INSURERS DEFAULT 





California Situation Causes Concern; 
Case Pending Where Compensation 
Is Sought from Employer’s Surety 
Defaulting of workmen’s compensation 
payments by self-insurers is being stud- 
ied in California, where several instances 
have occurred. According to Ethelbert 
Stewart, United States commissioner of 
labor statistics, this is the first time it 
has happened in California. The situa- 
tion has arisen by self-insurers going 
into receivership. The California Self- 
Insurers Association is studying the mat- 
ter with a view to preventing such fail- 
ures in the future, without inflicting 
drastic requirements on all the self-in- 

surers. 

A case is now pending in which in- 
jured employes and dependents of de- 
ceased employes of a self-insurer in re- 
ceivership are seeking compensation from 
the employer’s surety on the bond re- 
quired of self-insurers. The bonding 
company replied that the petition does 
not include all claimants and those who 
may be omitted can sue after the amount 
of the bond has been distributed and 
secure additional amounts. The surety 
also contended that the petitioners should 
first proceed against the receiver as their 
claims amount to more than three times 
the amount of the bond. In addition, it 
was argued, the industrial commission 
has no jurisdiction to make an award 
against a surety who is neither an em- 
ployer nor an insurance carrier. 

The applicants replied that the com- 
mission has jurisdiction to hear any com- 
pensation dispute, that the petition in- 
cludes all applicants known and_ un- 
known and that the applicants have al- 
ready brought suit against the receiver. 





NAT’L BUREAU PROMOTIONS 





Messrs. Robinson, Rountry and Spottke 
Settled in New Posts; Their 
Respective Careers 
With the three newly promoted Na- 
tional Bureau men settled in their re- 
spective posts, the machinery of this im- 
portant rate-making body of the casualty 
business is now running along more 
smoothly than ever. As announced in 
The Eastern Underwriter two weeks ago 
E. E. Robinson is acting secretary and 
assistant to General Manager Beha in 
acquisition cost matters. He has a 

wealth of experience for his new post. 

R. J. Rountry, who has been assistant 
to Mr. Beha, has a background of bank- 
ing experience to qualify him for his new 
post as Bureau comptroller. He was 
with Mr. Beha in the International Ger- 
manic Trust Co. 

A. E. Spottke, newly appointed auto- 
mobile manager succeeding Mr. Robin- 
son, has been with the Bureau since 1926. 
Having been Mr. Robinson’s assistant in 
the automobile department, he is thor- 
oughly conversant with his new duties. 
Mr. Spottke has also built up a reputa- 
tion as a writer on problems of his par- 
ticular end of the business. 


TO PROTECT RECIPROCAL 


According to the Pacific Northwest 
Underwriter announcement has been 
made in Portland that the Associated 
Underwriters, attorneys-in-fact for the 
Northwest Lumber Underwriters, has 
completed arrangements for a $200,000 in- 
crease in capital for the protection of 
subscriber members. The reciprocal is 
a new concern being promoted to write 
in the lumber industries. This guaranty 
fund is to be established for the purpose 
of meeting losses in the event that the 
assets of the reciprocal should prove in- 
sufficient. 





EVIDENCE ACCEPTABLE 

Statements made by a wounded em- 
ploye immediately after he was found in- 
jured are admissible as evidence in a 
workmen’s compensation case, the Ne- 
braska Supreme Court has held in the 
case of Ridenour v. Lewis et al. The 
employe was assaulted and robbed by 
bandits while driving a truck in connec- 
tion with the employer’s business. He 
died from the wounds. 
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R. N. Caverly Leaving 
Globe To Join F. & C. 


AS V.-P. IN CHARGE OF CLAIMS 





Scope of His New Post to Be Nation- 
wide; Highspots of His Active 
Career Since 1913 





Raymond N. Caverly, one of the best- 
known claim men in New York City and 
who has been with the Globe Indemnity 
since 1913, is joining the Fidelity & Cas- 
ualty on November 16 as its vice-presi- 
dent in charge of claim work for the en- 
tire United States. Mr. Caverly succeeds 
the late Matthew C. Griffin. 

Mr. Caverly at present is counsel in 
charge of the metropolitan claims de- 
partment of the Globe Indemnity. A 
graduate of the University of Minnesota 
in 1913, his first insurance experience 
was as superintendent of claims of the 
Globe in Minneapolis from 1913 to 1919. 
Later he was in charge of the branch 
claims office of the same company in 
Chicago. He came to the home office of 
the Globe in 1920 and remained in this 
position until 1924 when he was trans- 
ferred to New York to supervise all 
claim and legal work. 

His qualifications have been recognized 
by his associates in the number of im- 
portant committees of which he is a 
member, at the present time being presi- 
dent of the Alliance Against Accident 
Fraud, secretary of the Metropolitan 
Claims Conference and chairman of the 
automobile claim committee of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters. He is also a member of the 
Metropolitan Executive Committee and a 
member of the Arbitration Board of the 
National Bureau. 





ACTUARIES MEETING TODAY 
Unemployment Insurance a _ Featured 
Discussion at Hotel Biltmore Session 
Of Casualty Actuarial Society 

The Casualty Actuarial Society is hold- 
ing its annual meeting today at the Ho- 
tel Biltmore, New York, with one of the 
most attractive programs that has been 
presented to its members in recent years 
and which includes informal discussion 
of all phases of unemployment insurance, 
compensation medical loss ratios, and 
formal papers on the following topics of 
interest: 

“The Contract of Personal Accident & 
Health Insurance,” by Stewart M. La- 
Mont, vice-president, Metropolitan Life, 
and one of the best-informed accident 
underwriters in the country. “Procedure 
in the Examination of Casualty Compa- 
nies by Insurance Departments,” by Miss 
Emma C, Maycrink, New York Insur- 
ance Department examiner. “A Method 
of Assembling and Analyzing the Data 
Reported Under the Unit Statistical 
Plan,” by Mark Kormes, National Bu- 
reau of Casualty & Surety Underwriters. 

Officers for the new year will be elect- 
ed as well as three members of the 
council. 





Discontinues Credit Insurance 

The Ocean Accident this week discon- 
tinued the writing of credit insurance 
and this business has been acquired by 
the London Guarantee & Accident. This 
arrangement will not affect existing poli- 
cies which will be continued by the 
Ocean to expiration date. 

These charges were made known at a 
banquet given by Blanchard & Cairns, 
credit insurance general agents for the 
metropolitan area of the London Guar- 
antee & Accident, Tuesday evening. 
Among the guests were J. M. Haines, 
United States manager; F. M. Hoffman, 
assistant manager; H. Lloyd Jones, 
comptroller; Oliver J. Matthews, resi- 
dent manager of the credit insurance de- 
partment; C. S. Baxter, general agent 
for New York State; A. E. Winkier, 
general agent for the state of Ohio as 
well as the Greater New York field force 
of the London Guarantee, and agents in 
Greater New York of the Ocean Acci- 
dent’s credit department who will from 
now on represent the London Guarantee. 
Prominent as speakers were Mr. Mat- 


J. W. BRUSHWOOD IN CLEVELAND 





Now Partner in Ohio Surety Agency 
After 2 Years as Consolidated Indem- 
nity Executive; Still on Co.’s Board 

James W. Brushwood, who left the 
Consolidated Indemnity home office 
where he had been executive vice-presi- 
dent a short time ago, is now resident 
vice-president of the company in Ohio 
as a partner in the Ohio Surety Agency, 
Cleveland, which supervises that state for 
the Consolidated. The head of this 
agency is former Governor Harry L. 
Davis. 

In taking this field position in one of 
the largest agencies of the Consolidated 
Mr. Brushwood retains his post as a di- 
rector of the company. He is a veteran 
in field production having devoted con- 
siderable of his time when with the Na- 
tional Surety and other companies to 
helping producers with their problems. 

Mr. Brushwood’s first insurance con- 
nection was in the home office of the 
Royal Indemnity. Thereafter he was 
active in the organization of the agen- 
cies for the Eagle Indemnity. From this 
post he joined the National Surety, first 
in claim work, next as superintendent of 
field claim offices throughout the United 
States and latterly, as resident vice-pres- 
ident in charge of special work in all 
parts of the country. He resigned from 
that company in 1929 to join the Con- 
solidated Indemnity. 





MASS. AUTO SITUATION 





High Spots in Legislative Developments 
Of Past Week; Competitive State 
Insurance Co. Bill Defeated 
Developments of the past week in the 
Massachusetts compulsory automobile in- 
surance situation, now being threshed 
out in a special session of legislature, 

have been as follows: 
1. Defeat by the senate of the Bacon bill 


confining compulsory auto insurance to protec- 
tion of the pedestrian. Action came after Re- 
publican members of the senate at a caucus had 
voted to support it. 2. Revival of the deductible 
policy bill in a modified form in the senate, 
providing for a $100 deductible policy measure. 

3. Special legislative message from Governor 
Ely emphasizing the need for immediate enact- 
ment of the notice and guest coverage bills, 
following which the joint committee on insur- 
ance and judiciary indicated it would report 
favorably some time of notice bill but withheld 
action on Ely’s guest coverage recommendation. 
4. Defeat in the house of the bill calling for the 
establishment of a competitive state insurance 
company. Defeat of a measure providing for 
elimination of commissions to brokers and 
agents. 
on a proposal to substitute a financial responsi- 
bility bill for the present compulsory law. 

6. Failure in senate to revive the bill to estab- 
lish a rating and control board after its defeat 
by that branch. Practically a deadlock on pro- 
posals is indicated in Boston dispatches. 





TO ADD $1,500,000 TO SURPLUS 


Great American Ind. Stockholders to 

Vote Nov. 23 on Capital Readjust- 

ment; Also New Stock Issue — 

A special meeting of Great American 
Indemnity stockholders will be held No- 
vember 23 to act upon the recommenda- 
tion of the board that the capital be re- 
duced from $1,500,000 to $750,000 by re- 
ducing the par value of the shares from 
$10 to $5 and then be increased to $1,- 
250,000 by the sale of 100,000 shares of 
new $5 par stock at $12.50 a share, thus 
increasing the surplus account by $1,500,- 
000 


The necessity for this step was frankly 
explained to stockholders recently by 
Jesse S. Phillips, president of the com- 
pany, who called attention to the drop in 
surplus due to security shrinkage and 
unprecedented underwriting conditions 
which the Great American Indemnity 
had suffered in common with other cas- 
ualty companies. He emphasizes: “The 
directors are strongly of the opinion that 
the wise and conservative course is to 
make the surplus large enough to insure 


_ a sound condition under all eventualities.” 





thews, pioneer and leader in credit in- 
surance work, and United States Mana- 
ger Haines, 


5. The house accepts adverse reports ° 


A.&H.New Program 


(Continued from Page 31) 


not been approved by the bureau but 
shall make use of the rates and premiums 
set up by bureau experts, based on all 
the available information and experience 
which they have been able to obtain from 
a considerable number of companies. 

The purpose of proposal No. 8, he said, 
is to put before the member companies 
suggested or recommended policies con- 
taining the specific clauses which are 
mandatory. As they are prepared along 
lines that seem sound and salable,. Mr. 
Goodwin felt that many companies will 
probably adopt these. suggested policies 
as a part of their program. In other 
words the bureau will prepare certain 
recommended policies which the compa- 
nies may adopt in whole if they-so de- 
sire. Proposal No. 9, it was explained, 
had to do with securing the services of 
an assistant secretary to handle the de- 
tailed work involved in setting up the 
new program; while Proposal No. 10 
called for the acceptance of the plan as 
a whole and its execution by an execu- 
tive officer of each of the bureau’s mem- 
a Summing up the speaker 
Sal 


Optimistic on Company Participation 


“Of course it was not to be expected 
that so far-reaching a program as ‘this 
would be satisfactory to all the members, 
but enough companies have signified 
their approval so that the complete pro- 
gram may become effective January 1, 
1932. Based on the volume of premiums 
reported to the insurance departments by 
the several companies, an overwhelming 
majority of the bureau membership ac- 
cepted the report as a whole, and a num- 
ber of others accepted with slight quali- 
fications, many of which will be taken 
care of undoubtedly before the plan be- 
comes effective next year. The com- 
mittee is working on the remaining mem- 
bers of the bureau who have not as yet 
given their decision, and it is therefore 
confidently predicted that the list of af- 
firmative votes by January 1 will be con- 
siderably longer. 

“The combined premium income of the 
thirty-six companies which have already 
voted in the affirmative amounts to ap- 
nroximately $62,000,000 annually. It may 
be of interest to note that the western 
conference. referred to above. and also 
the Canadian conference of accident 
companies, are vitally interested in this 
program and have asked for copies, indi- 
cating their sympathy with many of the 
pronosed changes. 

“We helieve that among the benefits to 
the public to be derived from this pro- 
eram are simplification of_the policies, 
the elimination of confusing -language 


and frills, and the placing of proper em-:,, 
Dhasis on the essential necessity of sound ° 


Protection, insuring adequate coverage at 
a proper and reasonable cost. To a cer- 
tain extent the benefits to the individual 
companies are similar—simplification of 
program, a greater degree of uniformity, 
and the possibility of a reasonable mar- 
gin of profit, without which no company 
can indefinitely continue to write this 
form of insurance. 

. “The benefits to the agents in the field 
include the removal of much unnecessarv 
and unfair competition, simonlification of 
Policy language. making the contracts 
easier to explain to prospects, fewer 
forms of policies, both in our own com- 
Dany and others, thereby reducing the 
amount of time necessary in analvzing 
the various benefits, somewhat higher 
Dremiums, which, of course, will provide 
larger returns in the way of commis- 
sions, greater permanence of the busi- 
ness, based on more favorable underwrit- 
ing results, thus giving the agents assur- 
ance as to the future.” 


Experience With New “T” Policv Series 

In the opinion of Secretary Wilde the 
effect of the bureau program on the Con- 
necticut General will be: To leave us 
free to exercise whatever business effi- 
ciency and management ingenuity we 
possess. He stressed, however, that “we 
can expect that some improvement in the 
standards of competition will ensue.” Go- 


ing into detail on policies now being mar- 
keted by the cr npany he said: 

“We thought -e detected some rising 
indifference on the part of both acent 
and public to contracts sold on the basis 
of special frills or unusual coverage. We 
accordingly actually prepared a_ policy 
which was practically identical with the 
modern T form we are now issuing. We 
did not put out the policy at that time 
because after deliberation we doubted our 
ability to sell it at $30 in competition 
with $25 contracts. This was a serious 
under-estimate of the appreciation of the 
public for sound protection and the abil- 
ity of the Connecticut General field force 
to sell. 

“But when we became convinced that 
our idea was sound, we then decided to 
launch the new program at a period when 
from a psychological standpoint it would 
be of the most benefit to the field force. 
This spring seemed that occasion. The 
results not alone in actual sales but in 
stimulation and enthusiasm for those 
agents who grasped this opportunity 
more than exceeded our highest expecta- 
tion. 


No More Emphasis on Triple 
Indemnities 

“We are able, therefore, to say with 
complete confidence that until some fur- 
ther real improvement from the stand- 
point of protection to the public presents 
itself we shall concentrate our attention 
on the T series of policies. 

“We are definitely ceasing to empha- 
size triple indemnities and other special 
forms because as you all know there has 
never been any logical purpose in these 
clauses. We propose to sell our policies 
on the basis of adequate and complete, 
simple, satisfactory protection to the 
policyholder rather than emphasize pecu- 
liar, unusual features only applicable tn- 
der special circumstances. 

“What about our present policy forms 
other than the T series? Obviously be- 
cause of our well grounded enthusiasm 
for the T contracts and our plan to con- 
centrate our major attention on them, 
we will want to simplify our selling ma- 
terial, circulars, rate books, etc., by re- 
ducing the number of contracts issued by 
the accident department. We do not in- 
tend to be hasty, because we recognize 
that habit is strong with all of us and 
the salesman who has been familiar with 


and particularly interested in selling cer- . 


tain contracts wants time to familiarize 
himself with the new coverage even 
though it:is better. We expect, there- 


fore, not to make our major change in» 
the way of eliminating obsolete forms un- ’ 


til January 1, 1932.” 
Frank Comment on Rate Increases 


On the matter of rates Mr. Wilde did 
no beating around the bush in saying 
that “whenever possible rate increases 
are avoided but the paramount obligation 
of the carrier is its financial security to 
its clients. If it becomes necessary, 
view of the present increasing loss ra- 
tios, to increase the rates on any out- 
standing renewals of business unques- 
tionably we will do so. While we do not 
contemplate at this time such increases 
it seemed to me that frankness urged a 
statement of policy on this point.” 

The speaker was optimistic that the 
general competitive rate structure will be 
further improved by the new program 0 
the bureau. 





Mo. Indictments 
(Continued from Page 32) 


where he had been very successful. He 
formerly was manager in Chicago for 
two life companies. Last May he went 
to the Pacific Coast as agency super 
visor. His resignation from that post 
tion was announced the past week. 
McCutchan Issues Denial 
Jerome B. McCutchan denies that there 
is any foundation for the indictment. He 
contends that the land transaction Tt 
ferred to had been approved by [1rec- 
tor Lowe of the Department of 1-74” 
and Commerce of IIlinn'- 


surance Superinicnden: fai ot? 


Harty. He says an 7 
Missouri land was made £ 


Lowe and it was 
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